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A Big Seller 


—and how it is packed 


There always has been a big demand for the National “Big 4” 
Barn Door Hanger and there always will be because there is no 
other hanger on the market which equals it in quality, service 
and satisfaction. 

The “Big 4” Hanger is made entirely of steel, with anti-friction-steel roller 
bearings which give it a perfectly free motion. 

Made just rigid enough to take up any vibration—just flexible enough to pre- 
vent damage to the barn door should anything bump against it. 

And like all NATIONAL HARDWARE the “Big 4” Hanger is packed com- 
plete with directions for attaching. 

You cannot sell a more satisfactory hanger. We supply dealers direct. Get 


our catalog and prices. 


National Mfg. Co. 


Sterling, Illinois 


Sp / 
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HE selling of merchandise is 
‘i not a gamble. It is common 

sense and system applied to 
trade. To succeed a merchant must 
carefully study the lines he expects 
to sell; work out comprehensive mer- 
chandising plans and make his busi- 
ness almost a profession. General 
and local conditions must be consid- 
ered, trade territory studied and 
merchandise selected to fit the needs 
of the merchant’s community. When 
this is done a little energy, properly 
applied, means success. 


Who Are the Real Toy Buyers? 


There is no longer any doubt as 
to the advisability of carrying toys 
in a hardware store, but in this line 
also there should be some analysis 
before the plunge. The first ques- 
tion which arises is naturally ‘‘who 
buys toys?” At first thought we are 
inclined to say “the children,’ but 
is this really true? There is no 
doubt that toys are made for chil- 
dren, and that children are the ulti- 
mate consumers. It does not neces- 
sarily follow, however, that the child 
is the actual toy buyer. Who bought 
the toys your youngsters play with? 
It’s ten to one that you, your good 
wife, or some other adult relative 
actually made the purchases. A 
careful study of the toy business re- 
veals that the grown-up members of 
the family do the bulk of the toy 
purchasing, particularly in the bet- 
ter grade toys. The toys bought by 
the children themselves are usually 
only the very cheap ones, the price 
of which is adapted to the childish 
purse. The hardware dealer is ac- 
customed to dealing with grown-ups. 
There is nothing new or strange to 
contend with, and the installation of 
a toy stock requires only the show- 
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By LLEW S. SOULE 


ing of a little more interest in the 
youngsters who bring the grown- 
ups to the store. 
Toys of To-day Differ from Those of 
Father’s Time 

Toys have changed since the days 
of dad’s youth, just as clothes and 
vocations have changed. They are 
more varied and cover a greater 
range of use. The child is a natural 
imitator, and he plays with the 
things used in the daily work or rec- 
reation of his elders. He chooses 
his toy to conform to the things with 
which he is familiar. The little girl 
sees her mother with the baby and 
immediately wants a doll—a minia- 
ture baby. If the father is a car- 
penter the boy wants toy blocks, 
Those of 


from 


Time 


Toys To-day Differ 


Father's 


structural sets and tools. The boy 
whose father sails a yacht, yearns 
for a sail boat. The young son of a 
motorist wants wheel toys. All chil- 
dren want garden tools, and every 
boy eventually wants a toy train. A 
study of the dealer’s community will 
do much to aid in the selection of a 
toy stock to fit the demands of the 
children of that community. 
Dolls Have Proper Place in Hardware 
Toy Stock 

Most hardware dealers are in- 
clined to shy at the thought of in- 
cluding dolls in their toy stocks. 
Why? Little girls are the women of 
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the future and women already di- 
rectly or indirectly influence the 
sales of approximately 80 per cent of 
the merchandise sold in hardware 
stores. If the girl forms the habit 
of coming to your store to fill her 
wants, she will continue to come 
after she has grown to womanhood. 
The doll business will eventually be- 
come business in stoves, ranges, elec- 
trical appliances, washing machines, 
vacuum cleaners, silverware, alumi- 
numware and general housefurnish- 
ings. Isn’t it well worth while to 
cultivate the little girl? Besides 
dolls—good dolls—are easily 
handled any toys pay 
good ‘profits. The 
dolls for a hardware 
the dressed ranging in 
from $1.50 to $3.50. Each doll 
naturally leads to sales of doll 
beds, doM carriages, doll hammocks+ 
tov kitchen sets, etc., and there 

good clean profit in these lines, 

ticularly in the better grades. 
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Toys That Teach as Well as Amuse 


In the old days children were 
taught almost entirely from printed 
pages. Then came the kindergarten 
idea, and it was found that children 
learned much more readily from in- 
spection of objects and from doing 
pleasing tasks. The work of learn- 
ing became play and results were a 
revelation to teachers and parents. 
So, too, the first toys were made for 
amusement purposes only. Then 
manufacturers with vision conceived 
the idea of making certain toys 
along educational and _ vocational 
lines. Toys of this type have a re- 
markable influence for good on chil- 
dren’s minds, and actually act in the 
capacity of practical teachers. Such 
toys include building blocks, struc- 
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tural outfits, small tools, chemical 
sets, radio outfits, mechanical toys, 
toy boats, toy trains and many oth- 
ers. It is easy to sell vocational and 


educational toys because parents— . 


the real purchasers—instantly see in 
them practical educational value. 
Sales of such toys actually create fu- 


Bringing Mother to the Store 











ture customers for tools of various 
kinds, because the boy becomes, 
through contact with them, more ac- 
quainted with tools and their uses. 
Never lose sight of the fact that 
toys not only influence immediate 
purchases, but they continually build 
business for the future. They en- 
able the merchant to keep in contact 
with the customer from childhood to 
mature age. This is a great asset to 
any hardware store. 


The Wheel Toy and What It Leads To 


There is always a fascination 
about wheel toys. We are a nation 
of speeders, and even the child longs 
to travel faster than his tiny legs 
alone will carry him. He is imme- 
diately enthused over a small self- 
propelled wheel toy, and as he grows 
older he gradually runs the entire 
gamut from kiddie-kar to coaster 
wagon, roller skates, tricycle, bicycle 
and finally the automobile. The 
wheel toy links up with the sled and 
skate of winter and tends to make 
the toy business what it should be, 
a year-round proposition. It devel- 
ops motorists and carries in its train 
sales of automobile accessories and 
other profitable lines. Wheel toys 
draw children just as automobiles 
draw men and women, and their 
function is to furnish the child with 
proper exercise and amusement, as 
well as to teach balance and self-re- 
liance. There will always be sales 
of good wheel toys. Why not get 


é y 


(a? 
=, 


yp 
A Loy 


< 


Se PR 
COPD EOS 








your part of this steady, profitable 
business ? 


Toy Sales Should Know No Season 


The time has arrived for the hard- 
ware merchant to get away from the 
moss-covered theory that toys are 
seasonable articles. We might as 
well say that children play only in 
December and January, when as a 
matter of fact the big playtime of 
the year is during the summer 
months. Toys of various kinds fol- 
low in sequence the year around, 
while dozens of the more staple ones 
sell equally well at any season. There 
are birthdays every day in the year, 
and there is always present the desire 
of children for good healthy amuse- 
ment. There was a time when we 
sold auto accessories only in sum- 
mer. Now winter sales in this line 
are steady, and no one thinks of 
packing away the accessories when 
cold weather comes. Toys were 
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profitable when only the holiday sea- 
son was utilized for sales. How 
much more profitable will they be 
when they become steady month- 
after-month sellers? 

In order to get the best results 
from toys the dealer should install a 
regular toy department. This means 
first convenience, through having the 
toy lines all together, and conveni- 
ence of stock means quicker, better 
sales. A well-balanced toy depart- 
ment naturally invites purchases, It 
convinces the customer that the mer- 
chant is a real toy dealer and gives 
him confidence to rely on that mer- 
chant for his toy wants. It leads to 
continuity of sales effort, as there is 
always lost motion and lost sales im- 
petus when toys are only handled for 
a brief period each year. It adds to 
profits because profits always come 
from continuous, well-managed busi- 
ness. A toy department is always a 
source of enthusiasm and inspiration 
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for salesmen. It brings the clerks 
in daily contact with the enthusiasm 
and inspiration of youth. It keeps 
them awake and on the job. It keeps 
the important human element alive 
in,them through contact with the 
grown-ups brought to the store by 
the children. A good toy depart- 
ment will brighten up the entire 
store and make it more liveable and 
likeable. 

Good Toy Windows Draw as Well in 

August as in December 

Toys lend themselves so readily 
to display purposes that good toy 
windows draw as well in August as 
in December. Also the summer toy 
window does not require so much 
additional advertising. Children are 
out in force during the summer 
months. They see an attractive toy 
display and study it as you study a 
garden seed display in spring. The 
story of that window travels to the 
grown-ups of your community 
through the channels of child-land. 
It travels more swiftly and more ef- 
fectively than it could through any 
other medium. Then the parents 
come in, urged on by eager children. 
There are many sales for immediate 
delivery and many more orders for 
toys to be delivered at advance pe- 
riods—birthdays or holidays. A little 
attention to advance toy business 
will spike the sales-guns of your 
competitor who only sells toys dur- 
ing the holiday season. 

Those who have made a study of 
the toy business concede that the 
hardware dealer is a logical distrib- 
uter of toys. He has the location, 
the display space and the credit fa- 
cilities. He has always sold small 
tools, toy wagons, skates and sleds, 
and the balance of the line naturally 
heads his way. 


Good Toy Windows Attract the Ultimate 


Consumer 
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If you are at all skeptical about the hardware man’s place in the toy business, the following let- 
ter from the Clatworthy Hardware Co., Fort Morgan, Colorado, will put you right: 


Fort MorGAN, COoLo., July 15, 1920. 
Editor, HARDWARE AGE, New York City. 
Dear Sir: 

Nothing would please me better than to be able to comply with your request for a toy story, 
but the toy game with us has been a cold-blooded business proposition, and I am not a short story 
writer. 

Located in a small western town of five thousand population, we learned some years ago that in 
order to put our business on a really profitable basis we must get rid of the peaks and valleys in 
our business line. November and December were our two dullest months and while we carried a very 
good line of holiday goods for the grown-ups we did not seem to be able to interest them to any 
marked degree. The ladies especially seemed to consider a hardware store as a place where they 
sell nails. 

About this time one of our very good jobber salesmen friends suggested that the solution of 
our difficulty lay in a well-stocked toy department. We hooted at the idea of selling dolls in a hard- 
ware store, but our friend insisted, and we finally decided to put the matter squarely up to him. 
He agreed to select our toy stock, the total cost of which was not to exceed one thousand dollars, 
and if we were sick of the game after the holidays were over he agreed to help us dispose of our 
left-over stock. We agreed to give the toys the best position in the front of the store, learn them thor- 
oughly and see that they were well displayed from the fifteenth of November till Christmas Eve. 
We arranged the rest of our holiday goods in the front of the store as close as possible to the toys, 
put in a good moving toy window and stepped back to avoid the rush. It came in waves. The 
first wave consisted of the most enthusiastic bunch of uncontrolled kids you ever saw. They 
wanted to try everything and play with everything they saw and as far as we could we humored 
them. We kept one good-natured girl in the toy display to see that the kids did not do too much 
actual damage and we did not try to sell them anything. 

The next wave was the mothers, sisters and aunts of the kids. They came “To see that the 
children did not break the toys,” but they left some rather liberal orders to be delivered the day 
before Christmas. 

THE LAST WAVE THAT CAME TO THE STORE 

The last wave was composed of the dads, the uncles and the brothers of the kids, and incident- 
ally the husbands, the fathers, and the sweethearts of the ladies, and they were bent strictly on 
business. “I’ll take this electric coffee urn, and where in thunder is that tractor toy my boy saw 
here? All gone? Get me one by express, then, because I promised his mether I’d stop and get 
it last week,”’ was the way their conversation ran. And they cleaned us. The best and highest 
priced toys went first and the last night anything they could substitute for the present they had 
delayed getting till it was too late. When we came down the morning after Christmas there 
wasn’t any core. ; 

The next year we doubled our stock, bought more high-grade toys and fewer gimcracks and 
put in a good deal bigger stock of other holiday goods, and last year we doubled up again. 

We have followed our original plan straight through, coming out with a complete well-arranged 
display on November fifteenth and boxing up everything that is left in the toy line on the morning 
of December twenty-sixth. We do this for two reasons. First, because our heavy implement busi- 
ness opens very soon after January first, and second, because we lack the space to make an attrac- 
tive display throughout the year. 

We have been watching the “all year around toy departments” with a good deal of interest and 
intend to try it out next year when we get into larger quarters. We believe it will pay. And we 
know that an up-to-date hardware store is not complete without a toy department. We still have 
our valleys and our peaks, only one big peak is where the deepest valley used to be. 

Sorry we cannot furnish the pictures you want. We never took any. 


Yours truly, 
H. W. CLATWORTHY. 





The above window will attract children for miles around. They will hardly be able to wait until they get 
home to tell their parents about the toys in Blank’s hardware store, and it won't be long before the 
parents will be in the store with them. Below is a portion of the toy department of Spelger & Hurlbut, 
Seattle, Wash. Dolls and plenty of them have found a permanent place in this progressive hardware store 


Spelger & Hurlbut’s toy department in their big store in Seattle, Wash. 
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Buying Hardware in These Strenuous Times 


Sound Advice Given to the Retailer on His Stocking Prob- 





lem for the Coming Year—— Avoiding Reckless Buying 


OW much shall I buy? That 
H is the question which every 

prudent hardware man, 
whether retailer, jobber or manufac- 
turer, is asking himself. In the case 
of the manufacturer it is also—how 
much of my product shall I make? 
Which of the conflicting forces will 
exert the greatest influence during 
the next six months? Will the neces- 
sary restriction of credit result in 
liquidation of surplus stocks, bargain 
offerings, curtailment of business, 
lessened purchasing power and lower 
prices? Or, will the insistent de- 
mand, the increased cost of living, 
of distribution and of manufactur- 
ing, coupled with a shortage intensi- 
fied by depleted stocks and lessened 
production, bring about a_- still 
greater wave of buying to replenish 
stocks and still higher prices? 

There is no doubt that the cost of 
living is still continuing to advance. 
The report of the National Indus- 
trial Conference Board, which un- 
doubtedly issues the most authori- 
tative reports on the subject, shows 
that the increase was considerable 
during the month of April. We hear 
from our Southern friends that such 
an important item in the cost of liv- 
ing as the price of cotton will surely 
be higher. Some say we must ex- 
pect it to go to 60 cents a pound. 
The report issued by the Government 
of the condition of cotton at the end 
of May says that it is the “worst on 
record.” 

We hear there is a great shortage 
of labor on the farms and that the 
cost of farm labor is so high farmers 
are cutting down their acreage, 
rather than pay it. We hear a short- 
age of food next winter is a danger- 
ous possibility. If these things are 
true, can we expect the cost of labor 
to be less? And, if the cost of labor 
stays up how can we expect the cost 
of production and distribution to be 
lessened? The tie-up of transporta- 
tion has tremendously increased the 
cost of doing business. Higher 
freight rates seem inevitable. All 
these factors point to higher rather 
than lower prices next winter. 


Condition Depends on Crops 


Nevertheless, there is no doubt 


that in an increasing number of lines 
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President Fayette R. Plumb, Inc. 
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of goods production has grown to a 
sufficient volume to take the keen 
edge off the demand. Whether the 
demand will continue strong will de- 
pend largely upon the condition of 
the crops. By the time this article 
appears in August we will be able 
much more intelligently to judge the 
future than can be done in the pres- 
ent month of June. Fortunately, 
hardware is not likely to be affected 
by general adverse conditions as 
quickly as less essential or more 
perishable articles. It is true that a 
general restriction of credit has been 
rendered necessary by the fact that 
there isn’t enough money, or credit, 
safely to carry on all the business of 
the country at the present high 
levels. Neither are there enough 
men to make and distribute all the 
things that the people want. 
Consequently, we must follow the 
policy of war time and be content 
with a smaller share of those things 
which are less essential to our com- 
fort in times of peace. The real 
need, however, for most hardware 
items is so great that their produc- 
tion and distribution must be given 
preference. The value of a tool, for 
instance, to the mechanic, the farm- 
er, the railroad, the mine, the lumber 
camp, or the factory, is far greater 
than its cost—no matter how high 
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conditions may force it. The same 
is true of labor-saving household ap- 
pliances. It is cheaper for a farmer 
to buy a sausage stuffer, even at sev- 
eral times its present cost, than to 
go without it. It is cheaper to put 
a padlock on the stable door than to 
let the horse be stolen. 

In all hardware lines also it must 
be remembered that the shortage 
created by the war is greater than 
in most other lines and that the de- 
mand will, therefore, keep up longer. 
Not only were the hardware factories 
turned over to an exceptional degree 
of war work, but the steel strike and 
the tremendous demand for steel 
since the war have prevented them 
from reaching a normal volume of 
output. Hardware men need not, 
therefore, lose their heads because 
in other lines the supply has caught 
up with the demand. 

Analyzing the Situation 

The wise merchant in -hardware 
will watch for the signs which the 
retailer will see before the jobber 
and the jobber before the manufac- 
turer. When a retailer finds that his 
stock of some particular line is com- 
ing in faster than it is going out, he 
will be wise to analyze the situation 
to see if the same condition applies 
to other retailers; whether sales of 
this line are growing less in volume 
and whether it is becoming easier to 
get a supply promptly. Production 
is surely increasing. Each line 
should be watched to see if the de- 
mand is beginning to be satisfied. 
When this time comes the interesting 
question is whether the general ten- 
dency toward lower prices, coupled 
with smaller orders from retailers 
to the jobbers and from the jobbers 
to the manufacturers, will lead to 
forced sales on smaller margins of 
profit or even below cost, in spite 
of continued advances in the cost of 
manufacture. This probably will be 
the result in some cases. 

With such a prospect before him, 
the careful merchant will not be per- 
suaded to buy what he does not want. 
He must bear in mind that the im- 
portant question is the relation be- 
tween supply and demand for each 
particular line of hardware in his 

(Continued on page 111) 





Seasonable Windows That 




























These photographs are in 


order from July 12 to 
October 2. The first has 
summer heat savers, such 
as fireless cookers, oil 
stoves, casseroles, toast- 
ers and percolators The 


second contains laundry 
accessories and is strictly 
a wash day window. The 
third is a@ canning win- 
dow with vegetable cut- 
ters, basting spoons, meas- y 
ures, pot covers, kettle 
pans, bowls, ete 
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Exceptional construc- 
tive and. educational 
work is being done by 
the Oneida Community, 
Ltd., Oneida, N. Y., in 
the furnishing of ideas 
for window trims to 
hardware mer- 
The displays 
are by no means con- 


chants. 


fined to silverware but 
embrace all lines that 
an up-to-date hardware 
store carries and are so 
shown as to be good for 
two weeks or longer. 
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Seasonable displays are 
featured and the mer- 
chant is told just what 
to put in the window 
for this period. Every 
three months the com- 
pany is issuing the 
book, which is entitled 
“Merchandising Sug - 
gestions for the Hard- 
ware Trade.” One of 
the best features is 
that it is as applicable 
to small town stores 
as to the larger city 
Stores, 
















1/] the baking utensils 
that are needed are shown 
in this suggested window 
for August 23 to Septem- 


ber 4. Bread makers, flour 
sifters, sieves, knives, fun- 
nels, corers and parers, 
cups, scoops, ete. The next 
window is steel and cast 
stove hollow ware, pots, 
kettles, dripping pans, 
heaters, spiders, griddles, 
teakettles, ete The last 
picture of the series shows 
merchandise for the fall 
heating Stoves and ac- 

essories are well displayed 


Holding Mid-Summer Clearance Sales 


In Springfield, Mass., the Clearance Sale Makes 
Many Friends and Incidentally No Summer Goods 
Are Carried Over—The Test of Good Salesmanship 


BOUT the first of August each 

year we have a sale on sum- 
F mer goods known as our Mid- 
Summer Clearance Sale. The first 
of August marks the turning point 
of summer, and we have found it 
both practical and economical to 
mark down whatever we have on 
hand of summer goods, rather than 
carry them over for another year. 
This of course does not apply to 
everything that is listed among sum- 
mer goods, as there are invariably 
several articles that we could not af- 
ford to dispose of in this manner. 
But for the most part we have been 
able to clear many of our shelves at 
a reasonable profit by these yearly 
mid-summer clearance sales. 


By EVERETT A. LAWRENCE 
Carlisle Hardware Co., Springfield, 


These sales meet with big success 
from the point of view of our cus- 
tomers. A great many customers 
take advantage of these sales and 
we are able to turn our merchandise 
into cash and make room for fresh 
stocks. The space we gain by these 
sales enable us to get in our stocks 
of holiday merchandise early, and to 
prepare for the fall and winter busi- 
ness. We do not hesitate about ad- 
vertising the fact that these sales 
give the buying public a chance to get 
unusually good value for their 
money. Our customers have always 
appreciated this to a very gratifying 
extent. 

Here are a few of the items we 
generally sell at slightly reduced 


Mass. 


prices: Porchgates, screens, screen 
doors, croquet sets, oil stove ovens, 
oil stoves, water coolers, ice cream 
freezers, watering pots, refrigerator 
pans, garden hose, hose reels, six- 
inch electric fans, electric irons (1 
style), lawn mowers and thermos 
bottles. 


Stimulating Interest 


Along with these summer goods, 
which we have found practical to sell 
at reduced prices, we sometimes add 
a dozen housefurnishing items. We 
found that by doing this it greatly 
stimulated interest and_ buying 
among our women customers. 

We always have a window display 
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Carlisle Hardware Co., Springfield, Mass. 


ice cream freezers, 
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They have combined garden hose, electric 


fireless cookers and canning accessories 






































Lawn mowers, seeds, garden cultivators, oil cans, garden tocls, chicken wire, oil stoves and watering pots are all included 


in one of these sales, In fact, summer goods are to be found in the windows to the exclusion of othe goods, and it 


always had a telling effect. Pepple will buy where the prices are right, and once they are in the store the salesman 


certainly show his ability by introducing fall and winter goods. The windows on this page are both from the Carlisle Hard- 


ware Co., Springfield, Mass 

















Making More Friends Among Motorists 


In So Doing You Are Sure to Make More Dollars for 
Yourself—A Practical Plan for Getting Closer to Car Owners 


fence and older than the hills,” 
but it’s a saying big with truth: 

“You scratch my back and I'll 
scratch yours.” 

Human nature is so constituted 
that we warm to the folks that warm 
to us, we give friendliness where we 
get it, we distribute our favors 
where we find them. 

Making more dollars in auto ac- 
cessories is a matter of making more 
friends among the spenders of the 
ever-swelling sum of dollars used to 
keep the old bus navigating. 

There are two slants to this “get- 
ting close to the customer” thing. 
Maybe it only means treating him 


L may be “homelier than a hedge- 


r 
| BLANK FOR PASSENGER 
| OARS ONLY. 
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pleasantly and courteously when he 
is in the store. But doesn’t it strike 
you that’s a mighty easy, superficial 
way to establish lasting relation- 
ships? Friends cheaply gained are 
cheaply held, and getting really close 
to the customer involves something 
more than a smile and a thank you 
when he buys something. 


Real Friends and Sham Friends 


Remember the time when you 
were mighty sick? And you recall 
how one of the neighbors was always 
running in and sympathizing with 
you and hoping you would get along 
right fine. Nice of her, of course, 
and you appreciated it. But say, 
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ALWAYS COMPUTE H, P. BY USE 
OF TABLE ON OTHER SIDE. 


APPLICATION FOR AUTOMOBILE REGISTRATION 
(No reduction in tax prior to September Ist annually) 





Coleman C. Vaughan, 
Secretary of State, 
Lansing, Michigan. 





IMPORTANT 
that Items 8 and 9 be answered. 


DO NOT FILL IN THIS SPACE. 











Sir: I, the undersigned, owner of the A yi 


herein 


d 


ibed, hereby make ap- 





plication for registration of sarne under the terms of Act No. 302, P. A. 1915,.a8 amended, 


and enclose herewith for... 


UNCERTIFIED CHECKS NOT ACCEPTED 








. 7. Weight given by Manuf: 





Horse Power $...00.0..:ccnnin 





Weight - $. 








Checked. 
|: by 





Total - $.. 


DO NOT FILL ABOVE SPACE. 





(Mate) 


or Weight as shown on Standard Scale. 





8. ENGINE NO. 
|e (important. ) 
11, If GASOLINE POWER, 





(A) No. of Cylinders.................... 


B) Diam. it 
” ak URE (E) Stroke 


9. Serial Factory No 10. ... 
If STEAM POWER, 

(C) No. of Cylinders. ..-ccssccacupeennceeeeee 
(D) Diam. of Cylinders. 





impatient ) 


(Mametactarer’s ratiog of HF.) 


If ELECTRIC POWER, ’ 
(F) Type of Motor nen itrennn 
(G) Rating of Motor. 





COUNTY WHERE OWNER RESIDES VERY IMPORTANT. 





(tan legibty 0 ie) 


13. : ‘. 
(County ta tnich owner resides } 


15. 16. 





(Rgnatere of Perse signing Firm or Corgerste Kame) 


(Pon Of.) 





‘Give Street and No. to Cities over 5.000.) 





(Give Greet or Giien No. 1% Citkes over 5,000.) _ 


19. Where Should Plates be Mailed? 





* STATE OF MICHIGAN, 
Ce dag Ob... ‘ 


<iosinems eiushdeesd ndtoase) 
| 20. Number of your driver's license. Chauffeur oo inceesesurpdonsticnmnnptensstnon 





1G escsiinre Hi 








d before me, | 


. who being duly sworn deposes and says that he is the above 





named applicant, and that he signed the above m 
the best of bie knowledge and belief. 


ior and the 





Mevary Pantie 





|S ie oage 
| Farm Auto 10-—Regulat.:6-2-20.25. 


nts and answers contained thesein aze true to 


ie ; 
_ LICENSE CANNOT BE TRANSFERRED FROM ONE CAR TO ANOTHER. 


If your State will let you, obtain blanks for the motorists of your city 
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you don’t have to be reminded of 
that other neighbor who on the day 
the doctor told you to “go ahead and 
eat”? came over with a tray beaming 
with chicken broth, a big slice of 
white meat and the best tasting bis- 
cuits a man ever poured gravy on. 
That was real friendly interest, 
wasn’t it? And why has that kind- 
hearted soul made a true and lasting 
friend of you? Why—because her’s 
was a friendship of service, not say- 
so. 

Getting close to your customers is 
more than a matter of a slap on the 
back and a “how’s fishing lately, 
Jim?” It is something beside an 
inquiry about the sick folks, much 
deeper than an expression that crops 
look good. . 

Service is the chain with which 
you bind business friendships. 

Helpfulness wins folks to you. It’s 
that spirit of genuine interest in the 
customer’s welfare that holds him as 
if in a vise. 

If you would make the motorist a 
steady patron of your store first 
render him a sizeable service. Get 
his good will and you are bound to 
get his business. Do something for 
him and he will leave his dollars on 
your counter. 

One of the up-grades which the 
autoist has to travel is the matter of 
a license. Horsepower, bore, diam- 
eter of cylinders, type of motor and 
the dozen other technical questions 
which he must swear to never give 
him any joy. Then he must hunt up 
a notary public and certify to 
the information he has laboriously 
worked out. And then a chase to 
the postoffice for a money order or 
to the bank to have his check certi- 
fied and the mailing. Sounds fairly 
simple at that, but it’s an inside bet 
that nine out of ten motor car own- 
ers detest the red tape and annoy- 
ance of applying for a license. 


Your Store the License Center 


Why not step in here and demon- 
strate your interest in the motorist 
by rendering a service he sorely 
needs? Particularly during the 
month of December when the new 
licenses are being issued make your 
store the center of local motordom 
by making it license headquarters. 
A smiling, courteous young lady who 
writes rapidly and well and a small 
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A systematized accessory department like 


spot near the auto accessory stock— 
that’s all the preparation you need. 
Simply announce in your newspapers 
that license applications will be han- 
dled through your store and you'll 
see a lot of customers that you will 
never meet any other way and get a 
blessed lot closer to many others. 
Yon can arrange with the local ex- 
press office to issue the express 
money orders and let’s get the full 
benefit of the stunt and do this: 

Place the application in an envel- 
ope already addressed and ready to 
mail to the secretary of state and on 
that envelope have a brief, pointed 
and impressive advertisement about 
the tire you handle or the service 
you give in accessories. 

Does it mean something to get 
crowds of autoists into your store 
during the December demand for 
holiday goods? As a class there are 
no better buyers than car owners. 
They have money and they enjoy 
using it. An extra effert to bring in 
motorists ought to reap a rich har- 
vest of extra dollars in Christmas 
merchandise. 


Giving Information to Motorists 


But it is not necessary to limit 
your efforts to serve the motor-rid- 
ing public to one spurt covering at 
the most a month. There are almost 
limitless opportunities throughout 
the season. Tourists and local driv- 
ers as well visit the garage in your 
town to get worth while information 
on the condition of roads in your 


maker for you 


community and advise on_ best 
routes. Why not step in and supply 
this very vital aid to the traveling 
public? Such a service costs next to 
nothing and is bound to tie you more 
closely to your trade. 

You bright hustlers need no de- 
tailed instructions on how to get in- 
formation about travel conditions in 
your locality and after you have 
started your data will be kept up to 
date by the reports which drivers 
will bring in as they ask for facts 
about roads yet to be taken. All ad- 
vertising is aimed at the one goal— 
bring possible customers into the 
store. As a type of economical ad- 
vertising and efficient advertising we 
submit that a bureau of information 
on roads has all the advantages a 
dealer could wish. 

These are but hints. Many more 
will suggest themselves to the dealer 
who is pushing for new customers 
and more business from the custom- 
ers he has. Free air service involves 
an expense which may make you hes- 
itate but the garage which has such 
service could not be induced to part 
with it. The motorist who stops two 
or three times a week to blow up a 
tire is not near so apt to pass your 
store when he wants to buy a tire, 
as is the fellow who only drives by 
your place and lacks even a speaking 
acquaintance with you. 


No Expense in These Services 


Care has been exercised not to sug- 
gest service features that involve 


~~ 
S... i» 


this one with two well-informed salesmen behind the counter will be a big money 


dangerous expense or an undue tax 
on time and effort, but even more 
costly efforts to.get close and stay 
close to the buyer have proven 
mighty profitable. One garage owner 
bought tire gauges at a cost of about 
50 cents each, in quantities, and an- 
nounced a free distribution of them 
in his advertising. He said the ini- 
tial business from callers paid profits 
that more than doubled the cost, and 
the thoughtfulness he showed has 
been repaid in new business many 
times over. 

Service in’ testing batteries and 
tires also suggests itself as a prac- 
tical and inexpensive way of induc- 
ing the motorist to visit your auto 
accessory department often. 

Get the service idea strong. Work 
it hard. Always accompany it with 
a smile and a hearty welcome. Put 
the car owner in your community 
under obligation to you and he will 
pay that obligation in good Ameri- 
ean dollars. 

Service has proved valuable in all 
of the other lines in a hardware 
store. Take vacuum cleaners, wash- 
ers, refrigerators, and farm imple- 
ments as an example. It is the serv- 
ice that goes with these things that 
has made it possible for the hard- 
ware dealer to build up a big busi- 
ness. In motor accessories it is pos- 
sible for the dealers to give even 
more service through his informa- 
tion department and the cost will be 
much less than in his other lines. 
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Export Possibilities Are Great 
Says Zimmerman, Back from Trip 

















Korea The 


used by the me 


A hardware store in Seoul, 


FPXHAT manufacturers who expect 

. business with China, Japan, In- 
dia and other countries of the Far 
East should make a personal trip 
over the territory is the opinion of 
Albert Zimmerman, who has just re- 
turned to the United States after a 
seventeen months’ trip for the Con- 
tinental Co., Detroit. Mr. Zimmer- 
1an made a trip around the world, 
studying conditions, and is most op- 
timistic regarding possibilities of 
the export business, but he is very 
careful to state that it can never be 
satisfactory until the manufacturer 
or a representative makes a trip 
similar to the one which he has just 
completed. 

Exporters work for many 
different lines that they are apt to 
leave undone some very important 


so 





largest padlock in the world. It 


measures 15% inches high and 326 inches 


wide and is on the gates to the Imperial 
Palace at 


Seoul 





bull attached to the cart is the delivery wagon 
chant who is standing in front of the 


store 


things which manufacturers know 
should be accomplished, and which 
they can do themselves, he said. The 
manufacturer should also _ learn 
whether he is getting the maximum 
business out of the country where 
his goods are being sold and this he 
is never sure of until he personally 
investigates. 

However, Australia and New Zea- 
land need but very little attention 
as, at the present time, they are cry- 
ing for American-made goods over 
English-made goods, and the demand 
in these countries is very great. 
This condition is not found in other 
3ritish possessions such as India, 
where they still stick to the English 
goods in preference to the world. 
This is due largely to the fact that 
the English-speaking merchants in 
India are English, while Australians 
always have had a leaning toward 
America. 

Are Becoming Modern 

The people of the Far East coun- 
tries are rapidly becoming educated 
to use modern tools, said Mr. Zim- 
nerman. The old padlocks are dis- 
appearing and the new ones are be- 
ing used in China, Korea and other 
countries in that part of the world. 
Many things which we consider a 
necessity is considered to be a 
luxury over there. For instance, 
sereens are not used to any 
degree, but they are being in- 
troduced with excellent results. One 
thing to be remembered is that often 
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the entire article as used in this 
country cannot be sold as it would 
not be practical. As an illustration 
of this the pine used for screening 
cannot be used in Korea as the ants 
of that country eat it up. Teak- 
wood is the only wood that can be 
used and which is hard enough to 
withstand the attack of the insects 
of these countries. 

Motor accessories will have a great 
field over there soon, according to 
Mr. Zimmermah. The people with 
enough money will own cars and the 
Ford seems to have won much favor. 
It is not an uncommon sight, he says, 
to see a Ford car with both a chauf- 
feur and footman. This leaves only 
two passenger seats. 

The pictures accompanying is of 
a lock on the Palace at Korea and 
a hardware store in the town of 
Seoul, the capital. It will be noticed 
that the bull attached to the cart in 
front of the store is the delivery 
wagon for the hardware store. 


Cutlery Market is 
Hard Hit 


BERLIN, July 13.—The German cut- 
lery and hardware trade continues in a 
bad way, and conditions are evidently 
growing worse. Consumers are hold- 
ing back for lower prices, and further 
reductions are in fact regarded as un- 
avoidable. The shops are largely work- 
ing without orders and carrying the 
product to stock. The Solingen cutlery 
trade is reported as especially hard hit. 
The large establishments in that region 
that produce tools are still getting a 
few orders from South America, but 
from nowhere else. Considerable num- 
bers of workmen have been discharged, 
and many shops are working only 24 
hours a week. Orders for locks and 
other builders’ hardware, both from 
home and abroad, are coming in very 
slowly; and many foreign orders have 
been called off. Large stocks have ac- 
cumulated and manufacturers are ex- 
pecting that they will be compelled to 
discharge many of their workmen soon. 
Prices are gradually falling, and iron 
and steel are being offered the shops 
in large amounts at reduced prices. 


German 


The Fowler & Union Horse Nail Co., 
Chicago, is moving to Buffalo. The 
machinery and other equipment now 
located in Chicago is being taken to the 
new plant at Buffalo with all possible 
haste. The new location is at 1000 
Military Road, Buffalo, which will be 
the seat of operations on and after 
Aug. 1, 1920. 

The shortage of raw material had 
already caused a shut down, and the 
opportunity thus afforded was em- 
braced to make the move, to the new 
eastern site. 























August 12, 1920 


Mississippi Dealers Hold 
Thirteenth Annual Convention 


] HAT has been termed one of 
the most successful conven- 
tions of the year was recently held 
by the Mississippi Retail Hardware 
and Implement Association. The 
convention was the thirteenth annual 
affair, and was more largely at- 
tended than in former years. R. A. 
Stingley, acting president, of Pela- 
hatchie, Miss., presided at all meet- 
ings, and E. R. Gross, of the Agri- 
cultural College, acted as secretary. 
The first session was given over 
to registration and the viewing of 
the many exhibits of manufacturers 
who were represented at the conven- 
tion. All of the exhibits were on the 
first floor of the Agricultural Engi- 
neering Building. 

The regular business sessions 
were started on the afternoon of the 
first day and was opened with sing- 
ing, led by Mr. Rogers, secretary of 
the Y. M. C. A., and the invocation 
was given by Rev. W. H. Hill, of the 
Presbyterian Church. 

Secretary Gross extended the wel- 
come to the delegates who attended. 
President Smith, of the College, had 
promised to extend this welcome but 
was absent. 

President Stingley delivered a 
masterful address, which was, a gen- 
eral résumé of the hardware busi- 
ness and the conditions which have 
existed for the past few years. He 
urged those dealers present to get 
other dealers to join the association. 
He stated that it was his hope that 
every dealer in the state would be a 
member of the Association before 
another convention was held. He 
recommended the mutual fire insur- 


ance companies highly and showed 
the members where a big saving was 
to be made by carrying insurance 
with them. 


Captain Gorby’s Speech 


Captain John W. Gorby, of the 
Cyclone Fence Co., Waukegan and 
Cleveland, spoke on the following 
day, taking for his subject “How to 
Increase the Dealer’s Profits.” He 
emphasized the importance of good 
organization and departmentization 
of all businesses. He also touched 
upon cost systems, mailing lists, cir- 
cular letters, the use of wedding and 
baby cards, and the value of the per- 
sonal call. 

The question box was opened by 
John Sommers, Clarksdale, Miss., 
and many questions were discussed 
in open meeting. 

Many interesting speakers were 
heard during the sessions that fol- 
lowed and mail order competition, 
ditch building, tile drainage, ac- 
counting and record keeping. Trac- 
tors and a host of other subjects 
were brought up. 


Gulfport Gets 1921 Convention 

R. A. Stingley was elected presi- 
dent for the coming year, while L. 
J. Doak was elected vice-president. 
E. R. Gross was again elected secre- 
tary and treasurer. Gulfport was 
selected as the next city where the 
convention will be held. Many reso- 
lutions were passed. The banquet, 
which was held on the day of the last 
sessions, was furnished by the Amer- 
ican Steel and Wire Company of New 
York City. 


Facts About Conditions in Automotive 
Industry 


ECENT curtailment of produc- 

tion in the automotive indus- 
try, caused by a combination of un- 
favorable economic conditions, is 
only temporary in nature and need 
not be viewed with alarm. 

This is the keynote of a signifi- 
cant statement just issued by the B. 
F. Goodrich Rubber Company, Ak- 
ron, O., one of the most prominent 
institutions in the automotive in- 
dustry. 

“The Goodrich company believes 
that in spite of the temporary dis- 
turbance now existing, the business 
of America is fundamentally sound. 


The automobile business is one of 
the keystones in our arch of busi- 
ness stability and so long as it is not 
seriously affected, it will go a long 
way toward sustaining the eco- 
nomic structure. The automobile in- 
dustry is so interwoven with the 
business and habits of the American 
people that its continued progress is 
one of the most vital factors in 
American life to-day. The auto- 
mobile ranks second only to the rail- 
road. Every mile checked off on the 
automobile speedometer helps to 
boost business and increase values. 
Every car in operation is helping to 
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pay for itself by increasing property 
values and promoting business. The 
automobile is firmly and irrevocably 
entrenched in every phase of busi- 
ness and every walk of life. 
Motor Cars and Good Roads 

“The motor car in ten years has 
done more to promote highway build- 
ing than all other agencies combined 


during the previous thirty years. 
Better roads mean better trans- 
portation and transportation in- 


timately concerns every man, wo- 
man and child in America. Prac- 
tically every commodity produced 
must pass over our highways in the 
process of distribution. More than 
90 per cent of the tonnage of rail 
and water lines is transported over 
highways before reaching the con- 
sumer. 

“Not many years ago the radius 
of profitable farming was not more 
than 10 or 12 miles from a railroad. 
Improved roads and the motor car 
now make it possible to successfully 
cultivate farms at a far greater dis- 
tance from railway shipping points, 
and automobiles and good roads are 
to-day saving a vast quantity of 
farm produce which heretofore 
rotted for lack of transportation. 


Cannot Move Backward 


“The whole mechanism of indus- 
trial and social life is built upon the 
more rapid transit of the motor car. 
To think of stemming the enormous 
stream of motor traffic would be 
the climax of economic folly. To go 
back to the horse as a means of 
transportation would be impossible 
as well as impractical. We cannot 
move backward. We must move on 
and we have got to move by way of 
the automobile. This is a practical 
and economical fact. No amount of 
logic can argue it away. 

“America is spending this year 
more than half a billion dollars in 
new highway construction, to say 
nothing about the millions for high- 
way upkeep. Every dollar of this 
money being spent is bound to add 
to the ultimate prosperity of the 
country, and the automobile in- 
dustry stands as sponsor for this 
colossal road improvement program. 

“The passenger car alone, to say 
nothing of the incalculable and in- 
creasing benefits of the motor truck, 
has gone farther and done more to 
promote the business prosperity and 
the economic advancement of Amer- 
ica than any other single agency ex- 
cepting the railroad alone. 

“An industry which has_ been 
found in great measure the most 
remarkable part in the development 
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Coming Hardware Conventions 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1920. Hotel head- 
quarters, Marlborough-Blenheim. — T. 
James Fernley, secretary-treasurer, 505 
Arch Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR-. 
ERS’ ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 20, 21, 22, 1920. Hotel 
headquarters, Marlborough - Blenheim. 
F. D. Mitchell, secretary-treasurer, 
Woolworth Building, New York City. 


AUTOMOBILE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Coliseum, 
St. Louis, Mo., Nov. 30, Dec. 1, 2, 3, 
1920. Headquarters, Hotel Statler. T. 
James Fernley, secretary-treasurer, 505 
Arch Street, Philadelphia, Pa. 

TEXAS HARDWARE & IMPLEMENT AS- 
SOCIATION CONVENTION, Dallas, Jan. 18, 
19, 20, 1921. Hotel headquarters, 
Adolphus Hotel. A. M. Cox, secretary, 
1808 Main St., Dallas. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Seattle, Wash., Jan. 18, 19, 20, 21, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WESTERN RETAIL IMPLEMENT, VEHI- 
CLE AND HARDWARE ASSOCIATION CON- 
VENTION, Kansas City, Jan. 18, 19, 20, 
1921. H. J. Hodge, secretary, Abilene, 
Kan. 

MIssouRI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Planters Hotel, St. Louis, Jan. 25, 26, 
27, 1921. F. X. Becherer, secretary, 
5106 N. Broadway, St. Louis. 

KENTUCKY HARDWARE AND IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION AND EXHIBITION, Armory, Louis- 
ville, Jan. 25, 26, 27, 28, 1921. J. M. 
Stone, secretary-treasurer, Sturgis. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Jan. 25, 26, 27, 28, 1921. (Place 
to be announced later.) G. F. Sheely, 
secretary, Argos. 

OREGON RETAIL HARDWARE & IMPLE- 
MENT DEALERS’ ASSOCIATION CONVEN- 
TION, Portland, Jan. 25, 26, 27, 28, 1921. 
E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 2, 3, 4, 1921. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC 
BOARD HARDWARE ASSOCIATION, 
CONVENTION AND EXHIBITION, 
delphia Commercial Museum, Phila- 
delphia, Feb. 8, 9, 10, 11, 1921. Sharon 
E. Jones, secretary, 1314 Fulton Build- 
ing, Pittsburgh. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 8, 9, 10, 11, 1921. 
Arthur J. Scott, secretary, Marine City 
Earl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Okla- 


SEA- 
INC., 
Phila- 


homa City, Feb. 8, 9, 10, 1921. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

IowA RETAIL HARDWARE ASSOCIA- 
TION AND EXHIBITION, Des Moines, Feb. 
8, 9, 10, 11, 1921. A. R. Sales, secre- 
tary-treasurer, Mason City. 

CALIFORNIA RETAIL HARDWARE & IM- 
PLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 15, 16, 17, 1921. 
Le Roy Smith, secretary, 112 Market 
Street, San Francisco. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, IIl., Feb. 15, 
16, 17, 1921. Leon D. Nish, secretary, 
Elgin. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul Audi- 
torium, St. Paul, Feb. 15, 16, 17, 18, 
1921. H. O. Roberts, secretary, Metro- 
politan Life Building, Minneapolis. 

OHIO RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Co- 
lumbus, Feb. 15, 16, 17, 18, 1921. Hotel 
headquarters, Deshler Hotel. Exhibi- 
tion in Memorial Hall. James B. Car- 
son, secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics’ Building, Boston, 
Mass., Feb. 21, 22, 23, 1921. George A. 
Fiel, secretary, 10 High Street, Boston. 

SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Sioux Falls, 
Feb. 22, 23, 24, 25, 1921. H. O. Rob- 
erts, secretary, Metropolitan Life 
Building, Minneapolis, Minn. 

NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION AND 
EXHIBITION, Rochester, Feb. 22, 23, 24, 
25, 1921. Hotel Headquarters, Powers 
Hotel. Exhibition at Convention Hall 
and Annex. John B. Foley, secretary, 
607-608 City Bank Building, Syracuse. 

PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Texas, May 9, 40, 1921. Troy 
Thompson, secretary-treasurer, Dal- 
hart, Texas. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION AND EXHIBITION, 
Greensboro, N. C., May 10, 11, 12, 13, 
1921. Headquarters, O. Henry Hotel. 
T. W. Dixon,  secretary-treasurer, 
Charlotte, N. C. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee, Convention and Exhibition, At- 
lanta, Ga., May 17, 18, 19, 20, 1921. 
Walter Harlan, secretary, 701 Grand 
Theater Building, Atlanta, Ga. 


Kenyon Co. Sales Manager 


On Aug. 1 O. S. Tweedy formerly 
with the Diamond Rubber Co. and the 
United States Tire Co., became western 
sales manager of the C. Kenyon Co., 
Inc., makers of the Kenyon Cord Tires 
and Tubes. Mr. Tweedy has_ had 
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twenty years’ experience in the tire 
business and has a full knowledge of 
the tire and tube merchandising meth- 
ods. His headquarters will be at the 
western office, 223 Jackson Boulevard, 
Chicago. 

Franklin J. Hill formerly with the 
Republic Rubber Co., becomes the east- 
ern sales manager for the Kenyon Co. 
on the same date. His office will be at 
the Brooklyn headquarters. 

The annual four-day convention of 
the traveling salesmen of the Carpenter 
Morton Co., Boston, was recently held 
at the Boston City Club. Sixty-six 
salesmen from all parts of the United 
States were present and the sessions 
were presided over by M. Elton Vose, 
vice-president and sales manager of the 
company. Full particulars for the com- 
ing advertising and sales campaign for 
the 1921 paint season were outlined to 
the men and several interesting talks 
were listened to. Besides the business 
meetings several enjoyable outings 
were participated in. 

H. D. Moore, for the past 14 years a 
representative of Hibbard, Spencer, 
Bartlett & Co., Chicago, in the south 
has resigned his position and will be- 
come the sales manager of the King 
Hardware Co., Atlanta, Ga. 

James E. Haab, formerly factory 
representative for the Rubber Products 
Co., Barberton, Ohio, has been assigned 
to the Northwest District in charge of 
sales for that section. 


RECENT DEATHS 


Ralph Wilcox Booth, retired manu- 
facturer and hardware merchant, died 
recently at his home in Brooklyn, N. Y. 

Mr. Booth was born in Cincinnati 
seventy-two years ago. At an early 
age he became associated with his 
father in the ownership and manage- 
ment of a chain of hardware stores 
that operated in several of the larger 
cities. He later became president of 
the Consolidated Fruit Jar Co., New 
3runswick, N. J. 

He is survived by a son, a brother 
and four sisters. His wife died about 
a year ago. 

J. W. Stewart, until recently a hard- 
ware merchant of Rock Island, III, 
died recently at the home of his daugh- 
ter in Tulsa, Okla. He had operated a 
hardware store for many years, and is 
survived by four sons ano two daugh- 
ters. 


William L. Foster, connected with 
the Brown-Rogers Co., Winston-Salem, 
N. C., died at his home recently fol- 
lowing an illness of several years, in 
his fifty-ninth year. He is survived by 
a widow, two sons and three daughters. 
He was well known to the trade. 


J. B. Feltus, owner and founder of 
the Feltus Hardware Co., Oelwein, 
Iowa, since 1892, died at his home in 
that city recently. He was identified 
with several fraternal and financial in- 
stitutions, and is survived by a widow, 
two sons and one daughter. 
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THE BUSINESS POSSIBILITIES OF 
BOYHOOD 
HE international Boy Scout Conference in 
London marks a new era in the realm of 
boyhood. No longer is the boy to be consid- 
ered merely a neighborhood kid with a reputation 
as the instigator of all the mischief in his commu- 
nity. To-day he holds a place of national and inter- 
national importance. 

London has extended to the Boy Scout an en- 
thusiastic welcome, and in return she is experienc- 
ing a thrill in entertaining over 100,000 boys from 
all parts of the civilized world. 

The boys stand to gain by their visit while staid 
“Old Lunnon” will gain inmmeasurably more 
through intimate contact with the earnestness and 
enthusiasm of clean minded, ambitious boys from 
all parts of the world. 


Represented in this great Boy Scout Conference 
are 30 separate countries. Each delegation speaks 
a different language and is versed in a different set 
of customs. In the old days the boys of the various 
delegations would have had but one point in com- 
mon—youth. To-day they are united in one great 
character-forming organization, undergoing a com- 
mon training for the development of real manhood, 
self respect, reliance, independence and considera- 
tion for others. Instead of one point of contact 
they have a thousand. 


It means a growth of patriotism, coupled with 
kinship of youth, that will break down barriers of 
physical boundaries and tend to future peace and 
better understanding among the peoples of the 
earth. The boy of to-day is the man of to-morrow, 
and with the opportunities before him he should 
and probably will be a better man from the stand- 
point of world citizenship than the one of to-day 
who lacked boyhood facilities for world contact. 


Those boys in London are showing one another 
how they work and play in their own countries. 
The boys of the American contingent form a great 
advertising medium for things American. Through 
them the boys from France, England, China or 
Poland are absorbing first-hand information about 
American tools and American playthings. They 
are seeing them in actual use through the eyes of 
impressionable boyhood. American boys are sell- 
ing American merchandise and American methods 
to the boys of the world. 

At the same time they are gaining the best from 
the other national groups, each of which is present- 





ing its own distinctive, instructive and interesting 
life. 

The close of the conference will but mark the be- 
ginning of its beneficial effects. French, English, 
Swedish and Chinese parents will gain from the 
youthful lips of those they love best a knowledge 
of things American. They will be called upon to 
furnish their ambitious offspring with those things 
exemplified in London by American Boy Scouts. 

Likewise American parents will, as they listen to 
the stories told by boyish delegates, feel within 
themselves a new bond of interest and kinship with 
the other parts of the world. Annual Boy Scout 
Conferences in the ten-year period preceding 1914 
would have made the World War an impossibility. 

There is a lesson for business men in the inter- 
national conference of Boy Scouts in the fact that 
the boy has finally come into his own. 

When we visualize the international influence of 
the American boy we begin to realize more fully his 
influence in his own country, his own community, 
his own home. 

Hardware merchants, while not the only offen- 
ders, stand out somewhat prominently among those 
business interests which have, more or less, under- 
estimated and consequently neglected the boy. In 
the main we have either looked upon him as a sort 
of necessary nuisance, to be tolerated because of his 
parents, or we have ignored him altogether. It is 
not because hardware men have not cared for boys, 
but rather because they have been too closely ab- 
sorbed in the adult part of their business. 


The boyish buyer of a toy hammer will some day 
purchase a set of real tools. The proud possessor 
of a toy wagon will eventually drive a motor car 
and spend money freely for motor accessories and 
the myriad of other hardware items which follow 
in the train of the automobile enthusiast. 

The place where that money will be spent is be- 
ing determined daily by the attitude of the mer- 
chant toward the boy. 


The International Conference of Boy Scouts is 
the result of a happy inspiration on the part of 
some one connected with the movement. It is won- 
derful in itself, in its effect upon the boy, and its 
inspiration to the world in general. That, how- 
ever, should not be the full measure of its value, 
particularly in this great country of ours. 


From it should develop in the business world a 
greater understanding, and a greater appreciation 
of the American Boy. 








—s _ 
EMRE RT ARE 
lie - rs i: 


‘is 


oat ii 


OITA So 


Lida | L j 


ON! pee 9 
Re ad 


o* 





Congress Leaders Postpone Tax Revision 


Tariff and Internal Revenue Readjustment Deferred Till 
Next Spring — Foreign Trade in 1920 Breaks All Records 


WASHINGTON, Aug. 9, 1920. 

ROTESTS against the recently an- 
p nounced decision of the Congres- 

sional leaders to give no consid- 
eration to revenue legislation until 
after the elections are being showered 
upon majority Senators and Kepresent- 
atives from all parts of the country. 
I venture the prediction, however, that 
these appeals will have little effect, 
and that the chairmen of the Ways 
and Means Committee of the House and 
of the Senate Finance Committee will 
adhere to their original plan of a long 
recess in all activities looking to re- 
adjustment either of the internal rev- 
enue or customs tariff. 

There are sound reasons for the ma- 
jority plan which will appeal to busi- 
ness men everywhere when they are 
thoroughly understood. Hasty action 
by the Congressional leaders would be 
productive of no good, and committee 
work undertaken during the recess 
would be almost certain to prove a 
waste of effort and might easily result 
in putting back the program of re- 
vision which must ultimately be 
adopted for the benefit of the business 
of the country. 


Deficit Is Less Than 2 Per Cent 


Statistics carefully compiled for the 
Treasury Department show a deficit 
for the fiscal year which ended June 30 
last, of a little more than $70,000,000. 
In the old days this looked like real 
money, but to-day it is an almost negli- 
gible amount, and in point of fact is 
less than 1% per cent of our total ex- 
penditures during the last fiscal year. 

Since Uncle Sam can raise 98% per 
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cent of the cost of running the Govern- 
ment without attempting revision of 
the revenue laws at an unpropitious 
time, the average business man will 
agree that it is best to let well enough 
alone. The Government’s credit is 
fairly good, notwithstanding the low 
prices at which Liberty bonds are sell- 
ing and which are due solely to the 
rate of interest they bear and Secre- 
tary Houston is having no difficulty in 
tiding things over by issuing short- 
term Treasury certificates bearing in- 
terest at a rate of 5% or 6 per cent. 


Interest Rates Must Be High 


Of course these interest rates look 
high when we hark back to the days 
when Government bonds bearing 3 per 
cent were eagerly scrambled for, and 
soon went to a premium, but in view 
of the returns which private invest- 
ments are yielding, not to mention 
prices of gilt-edge bonds issued by 
high-class railroads and industrial es- 
tablishments, the Treasury Depart- 
ment can hardly hope to borrow money 
from the people at less than 5% to 6 
per cent. 

After all, the war is over and while 
we are all Americans, and patriotic 
Americans at that, we are paying a 
little more attention to what we get 
for our money than during the days of 
the Liberty bond drives. 

Inasmuch, therefore, as revenue leg- 
islation is not immediately necessary to 
relieve the situation in the Treasury, 
the Congressional leaders are convinced 
that they should take a little more time 
to determine just what measures should 
be framed to bring about a readjust- 
ment of war burdens upon the people 
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at large. This does not mean that 
there has been any abandonment of the 
plan to repeal the excess profits tax 
as soon as possible and to revise some 
of the more obnoxious features of the 
luxury taxes. All these things wil! 
come in the near future, but I am now 
convinced that we must not look for 
any important features of this legisla- 
tion at the coming short session which 
will convene December 6, and adjourn 
on March 4. 


Congress to Sit But Sixty Days 


Counting out a liberal holiday recess, 
it will be seen that the closing session 
of the present Congress will consist of 
but 60 legislative: days, and anyone 
familiar with Congressional methods 
will readily see that it would be im- 
practicable to attempt the enactment 
of important internal revenue or tariff 
laws in so short a time, even if the 
measures were carefully devised and 
fully perfected before the reconvening 
of Congress. The rules of the House 
would permit of almost any reasonable 
legislation favored by the majority 
leaders, but the Senate is notoriously 
a deliberative body, and like all very 
large bodies, it moves very slowly in- 
deed. 

I am confident that there will be an 
extra session of Congress next spring, 
no matter which party wins at the polls 
in November. While the tariff is some- 
times regarded as a more or less parti- 
san proposition, because of the fact 
that all the Republicans have advo- 
cated protection while most of the free- 
traders and so-called low-tariff men 
have been Democrats, there has been 
no partisan alignment concerning the 
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internal revenue and there is no reason 
why there should be. Whenever an at- 
tempt has been made to boost internal 
revenue taxes for the purpose of ob- 
taining large amounts, the country has 


faced a big national emergency in 
which party politics have been swal- 
lowed up and Americans of all parties 
have stood shoulder to shoulder in sup- 
port of the Federal Treasury. 


Will Overhaul Internal Revenue Laws 


\ ) HATEVER may be done in the way 

of overhauling the Underwood- 
Simmons tariff law next spring, I be- 
lieve there will be a whole-hearted ef- 
fort to revise our emergency internal 
revenue legislation and the problems 
that will be developed in connection 
with this work will be of a calibre to 
command the serious consideration of 
the ablest members of both the big 
parties, 

It goes without saying that if the 
Republicans are victorious at the polls 
they will go to work upon a revision of 
the tariff law soon after the elections. 
The Ways and Means Committee has al- 
ready done considerable work along 
this line and a large amount of sta- 
tistical matter has been gathered for 
use in the coming revision. 

The United States Tariff Commis- 
sion has also prepared a review of a 
number of the leading industries from 
a non-partisan standpoint and will lay 
many facts and figures before Congress 
as soon as it is advised that the tariff 
schedules are to be overhauled. 

It hardly need be said that should 
the Democrats win in November they 
will proceed most conservatively in the 
revision of the Underwood-Simmons 
law. I am convinced, however, that 
they will make important amendments 
in its schedule at a comparatively 
early date, assuming, of course, that in 
carrying the election for President 
they also succeed in electing a Demo- 
cratic House and Senate. 


Hard Job for Prophets 


Should the Federal Government at 
Washington be divided on party lines 
with the Presidency in the hands of 
one party and the Senate or House, or 
both, in the hands of the other, the sit- 
uation would be a problem the outcome 
of which no one in Washington is now 
brave enough to attempt to forecast. It 
is safe to say, however, that under any 
such conditions, nothing but the most 


Our Thirteen Billion Foreign 


| OW George Washington and his 

pals would open their eyes if they 
could come back to earth to-day and 
glance over the statement of our for- 
eign trade for the fiscal year which 
ended June 30 last, during which our 
exports and imports exceeded the 
colossal sum of $13,350,000,000! A 
favorable trade balance of nearly three 
billion dollars is certainly a pretty tidy 
record for a little country that is offi- 
cially less than 150 years old. 

Our exports during the fiscal year 
just ended aggregated $8,111,000,000, 


conservative changes would be made in 
the tariff laws, although there is ab- 
solutely nothing in a bi-partisan gov- 
ernment that would prevent the com- 
prehensive overhauling of the internal 
revenue statutes. 

I do not recall any piece of legisla- 
tion enacted in the past forty years 
that for unpopularity could hold a can- 
dle to the excess profits law. Manu- 
facturers, wholesalers and retailers in 
every line of trade have execrated it 
heartily, and every economist who 
chances to make a speech takes a wal- 
lop at it. It would have been repealed 
long ago but for the difficulty in find- 
ing a more satisfactory method of ob- 
taining revenue which must be _ pro- 
vided if the excess profits tax is to be 
repealed. 

Can’t Eat Your Cake and Keep It 

Readers of HARDWARE AGE will re- 
member Congress was on the eve of 
striking the excess profits tax law off 


the statute books at the last session 
but finally yielded to the politicians 
and went off on a wild goose chase 


after the soldier vote with the so-called 
bonus bill. You can’t have a big sol- 
diers’ bonus and at the same time get 
rid of the excess profits tax, any more 
than you can spend your money and at 
the same time keep it. 

I think, however, that there will be 
less injustice done in the collection of 
excess profits taxes in the future than 
there has been in the past. The Gov- 
ernment is no longer fixing prices, war 
babies are not yielding the returns 
they did before the armistice was 
signed, and, generally speaking, things 
are getting down to a more conserva- 
tive basis, 

This does not mean that the demand 
for the repeal of this vicious legisla- 
tion will cease to be heard throughout 
the land. But it mean that the 
operation of the law will be less drastic 
and inequitable than in the past. 


does 


Trade 


which is far and away the greatest 
value in the history of the country’s 
foreign trade. The nearest approach 
to these figures was made during the 
fiscal year 1919, when our total ship- 
ments to foreign countries aggregated 
$7,232,000,000. This was an increase of 
$879,000,000, which, not so many years 
ago, would have been a handsome total 
for our entire shipments. 

The imports during the year ended 
June 30 amounted to $5,231,000,000. 
This would have been enough to 
frighten the old-time protectionists to 
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death, especially as it was $2,143,000,- 
000 in excess of the imports during the 
fiscal year 1919. As compared with 
our exports, however, our receipts of 
merchandise look conservative enough 
and not even the most hidebound pro- 


tectionist need worry over a foreign 

trade statement which shows a favor: 
able balance of $2,872,000,000. 
Is a Slump in Sight? 

The fiscal year which ended June 30 

closed under conditions which possibly 


foreshadow a let-down in our foreign 
trade activity. It will take another 
month or two for the Treasury Depart- 
ment to determine how far the new 
tendency will extend but at present it 
looks almost like a fair-sized slump. 

Imports in June totaled $553,000,000, 
an increase of $122,000,000 over the 
May figures, and $260,000,000 over the 
imports for June, 1919. June exports 
amounted to $631,000,000, a decrease of 
$115,000,000 from the May figures, and 
$297 ,000,000 than those for June 
a year ago. On the basis of these fig- 
ures our foreign trade balance for the 
entire year would have been but about 
$720,000,000, or than one-fourth 
of the actual figures. 

A highly significant feature of our 
June imports is the fact that instead of 
consisting chiefly of foodstuffs in crude 


less 


less 


condition and crude materials for use 
in manufacturing, more than half of 
the total was of dutiable articles, which 


is the highest proportion of imports 
subject to duty brought into this coun- 
try during any year since July, 1911. 
Large imports of sugar helped swell 


the total of dutiable goods but aside 
from that item there was a very sub- 
stantial increase in importations of 


manufactured articles. 


Silver Lining to This Cloud 


While these figures are likely to 
cause some apprehensiveness among 
domestic manufacturers, they reflect a 
condition which is not altogether un 
fortunate. In the first place, our 
steadily increasing importations of 


goods from the countries of Europe in- 
dicate that our friends abroad are get 
ting back on their feet, and are one 
more able to furnish us with at least 
a part of those special classes of mer- 
chandise of which we'stand greatly it 
need. 


Our Bills Will Be Paid 


From the standpoint of our present 
emergency, the most favorable signifi 
cance of these figures is the fact that 
they reflect our increasing ability t 
obtain merchandise in payment for out 
own exports instead of piling up for- 
eign credits which cannot be liquidated 
for many moons to come. 

The details of our foreign trade for 
the fiscal year are not yet available, but 
I have before me some interesting fig- 
ures which shed light on the character 
of the goods which we have been im- 
porting and exporting during the past 
year. 

Of our total imports of $4,685,000,000 
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for the eleven months ended May, 1920, 
crude materials for use in manufactur- 
ing amounted to $1,977,000,000; food- 


stuffs in crude condition and _ food 
animals, to $574;000,000; foodstuffs, 
partly or wholly manufactured, to 


$713,000,000; manufactures for further 
use in manufacturing, to $726,000,000; 
manufactures ready for consumption 
to $657,000,000 and miscellaneous pro- 
ducts to $36,000,000. 


Manufactures Reach Big Figures 


Of our total exports, which aggre- 
gated $7,333,000,000 for the eleven 
months ending May, 1920, crude mate- 
rials for use in manufacturing were 
valued at $1,861,000,000; foodstuffs in 
crude condition and food animals at 
$562,000,000; foodstuffs partly or 
wholly manufactured at $1,422,000,000; 
manufactures for further use in manu- 
facturing at $909,000,000; manufac- 


pn 
N] OTWITHSTANDING the fact that 
millions of young Americans are 
still joy riding and spending easy 


money with a lavish hand, a very con- 
siderable proportion of the people are 
saving against a rainy day. This is 
shown by some interesting figures com- 
piled by the Comptroller of the Cur- 
rency regarding deposits in national 
banks. 

For the entire United States, there 
was, at the end of the last fiscal year, 
190 deposit accounts for each 1,000 of 
the population, or approximately one 
bank account for every 5% persons. 

The number of demand deposit ac- 
counts in the entire country was 12, 
315,000 and the number of time deposit 
accounts was 8,065,000, making a total 
of both time and demand deposit ac- 
counts for the entire country of 20,- 


380,000. 
The geographical distribution of 
these deposits is also interesting. Wy- 


oming stood first with 394 depositors 
per 1,000 of poulation while Montana 
came next with 349 per 1,000. 

The twelve states whose national 
banks reported the next largest number 
of deposit accounts in proportion to 
population were in the following order: 


Idaho, 293; Pennsylvania, 289; Colo- 
rado, 280; Oregon, 275; Minnesota, 
271: Iowa, 262; Virginia, 259; Ver- 


mont, 255; California, 248; South Da- 

kota, 244; Maine, 239; Texas, 236, per 

1,000 of population. 
The percentage of 


demand deposit 





tures ready for consumption at $2,567,- 
000,000; and miscellaneous products at 
$12,000,000. 

These figures are highly significant 
and should calm any fears lest we are 
in danger of being swamped by the in- 
coming tide of foreign manufactured 
products. While our total imports 
amounted during the eleven months 
ending May to a little more than 60 
per cent of our exports, our shipments 
of manufactures ready for consumption 
amounted to approximately four times 
our receipts of manufactured goods. 

Of our total importations much more 
than half consisted of crude materials 
for use in manufacturing, and food- 
stuffs ‘in crude condition and food 
animals. Such products are greatly 
needed in this country, serve to give 
our labor steady employment and tend 
to reduce the cost of living without dis- 
astrous competition. 


Millions Are Saving Money 


accounts to the total number of deposit 
accounts was 60.43 per cent; the time 
deposits, 39.57. The percentage of the 
total number of time or savings ac- 
counts to the total number of all deposit 
accounts varies greatly in different sec- 
tions. In Pennsylvania 48.09 per cent 
of the accounts were time deposits; in 
New Jersey 46.48 per cent were time 
deposits; in New York State, 44.44 per 
cent. 

The only states where a majority of 
all deposit accounts were carried on 
time were Maine, where the percentage 
of time deposits was 63.83; Vermont, 
56.99; Massachusetts, 50.09; Michigan, 
72 85; Wisconsin, 70.25; and Minnesota, 
56.28, 

In the following states the larger 
proportion of the deposit accounts were 
carried on demand: In Texas, 88.55 
per cent of all deposits were on de- 
mand; Missouri, 65.43 per cent; Okla- 
homa, 87.43 per cent; Louisiana, 82.58 
per cent; Alabama, 78.84 per cent; Mis- 
sissippi, 84.04 per cent; Georgia, 64.91 
per cent; Kansas, 79.80 per cent; Colo- 
rado, 68.04 per cent, and California, 
73.68 per cent. 

The banks in portions of New Eng- 
land and in the Northern central por- 
tion of the country had the largest 
number of deposit accounts on time. In 
the South, Southwest, and Far West, 
demand deposit accounts largely pre- 
dominated. 

Those New England people are cer- 
tainly a thrifty lot! 


Gompers Mounts His Wild-Eyed Pegasus 


} ie arrival of the dog days is hailed 
by President Sam Gompers of the 
American Federation of Labor, who, in 
a leading editorial of the August issue 
of The American Federationist, calls 
upon the “workers” everywhere to unite 
in defeating candidates for Congress 
who have “shown themselves hostile to 


labor.” The Federation has decided 
that it will not take sides in the great 
political scrap but that it will go gun- 
ning for every Senator or Representa- 
tive who has not been “fair” to labor. 

Here are a few nuggets from this 
diatribe: 

“The enemies of labor have given tuo 
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their servants the mandate that labor 
must be crushed, its rights denied, an.’ 
its liberties destroyed. 

“The most virile movement in poli- 
tical life to-day is the national non- 
partisan campaign by the American 
Federation of Labor. There is no mis- 
taking the influence that is being ex- 
erted for the defeat of candidates who 
have shown themselves antagonistic to 
the best interests of the working people. 

“The challenge of the forces of greed 
and plunder to the citizenship of the 
nation is brazen and blunt. That the 
right-thinking men and women of our 
republic can afford to allow this chal- 
lenge to reap a harvest of political 
power at the coming election is un- 
thinkable. More than in any political 
campaign since the civil war the issue 
is clearly drawn between reaction and 
progress, the wish of the enemies of 
labor to go back to what was. 


The “Hessians” Are Loose Again 


“Against this concept of darkness, 
the people must mass themselves sclidly 
and invincibly for progress. There 
burns in the hearts of the American 
people a great and noble ideal. The 
spirit that made of our war a great 
crusade and made of our wonderful 
army a host of crusaders, demands ex- 
pression in the acts of our public repre- 
sentatives and of our government. 

“In wanton denial of this nobility of 
thought and concept, the Hessians of 
greed and plunder seek to ride down 
the rights of the people and destroy 
their liberties. The enemies of labor 
have given to their servants the man- 
date that labor must be crushed, its 
rights denied, and its liberties de- 
stroyed.” 

Now, isn’t that a terrible arraign- 
ment of the enemies of labor? The next 
time I have occasion to employ a 
plumber at $10 a day or a bricklayer 
at $12, I will get a gun and stand over 
him to see that no Hessian rides him 
down before he finishes the job. 


G. T. D. Has New Display Plan 

The Greenfield Tap & Die Corp., 
Greenfield, Mass., is to gradually do 
away with its present window display 
boards service. The present boards 
are made of oak. On them are a large 
»ssortment of the company’s goods and 
the name of the company, but no de- 
scriptice matter, 

Instead of these oak boards the com- 
pany is to issue 30x 36-in. reproduc- 
tion boards, beautiful specimens of the 
art of photography. The boards are 
not crowded with tools. Instead a few 
are displayed and neatly printed cards 
accompanying each article displayed 
gives a concise right-to-the-point de- 
scription of that particular tool. This 
new service includes four boards to 
each dealer, but if windows permit, six 
boards are to be furnished. With the 
beards goes a stereomotograph equipped 
with fifty-two lantern slides, operated 
by motor power. 


















Letters of a Sales Manager to His Men 
LXXI 


Let Your Selling Become a Part of Your Life 


This is the seventy-first of a series of sales letters which, though intended primarily for 
traveling men, will be of interest to every member of the trade. They were written by 
the sales manager of a great hardware jobbing house to a corps of salesmen who in the 
last eight years have doubled the business of the firm. The letters are really short editorials 
which prefaced actual merchandise instructions. The author has consented to their publi- 
cation at the solicitation of Harpware AcE, in which they will appear in succeeding issues 
through the year. 


WAS reading a sketch of the life of Edwin Booth, last night, and I learned that actors are emotional— 
that they become the victims of their impulses. 


The lines that mark the difference between the real and the mimic are wiped out in the overlapping of 
art and nature. 


Cases are not wanting where an actor, after having played a certain part for a number of years, has be- 
come the character he impersonates. 


It is said of Booth, that so completely did he become absorbed in his part that he really tried to kill 
his opponent in the duel scene and that experienced fencers had to be engaged to appear against him. In 
other words, actors merge themselves into their profession. That’s just what we salesmen must do, if we 
want the Goddess of Success to roost on our banner. 


We must merge ourselves into our jobs. 


It’s a far cry from Shakesperian plays to selling hardware; yet the intervening space is not devoid 
of analogies by which merchandising lessons can be driven home. 


The truly successful salesman is the Edwin Booth of his profession. That is true of our own sales 
organization, just as it is true of every other sales organization. Our most successful salesman thinks 
hardware—dreams hardware—acts hardware. He absorbs every detail of salesmanship—no trifling part of 
its success is too small to escape his notice. 


He lives the part of a retail hardware salesman, and by so doing, he lifts the selling of ‘hardware out of 
the commonplace and makes it a part of his very being. 


It is this type of salesman that the retail dealer is most anxious to see and wher. one of this type 
misses a dealer—that dealer always writes the house and wants to know why the salesman does not call. 


Just as an actor loves to see his name woven into the night sky with electric lights, so does this type 
of salesman strive, with might and main, to so impregnate the atmosphere of each dealer’s store that he 
visits, that he (the salesman) becomes a necessary part of the setting of the scenes in merchandising that 
are daily enacted within the walls of that store. 


No salesman who has educated his trade to buy purely on price, ever lives to see the day that he becomes 
a part of his selling talks. 


Price is a fickle goddess—cold blooded—devoid of all friendly feelings—ready and willing to sacrifice 
old friends (no matter how faithful they have been) as soon as a new admirer appears with what seems to be 
a lower price. 
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Unique Ad on Tires—A Forceful Presentation of Tools— 
A Suggestion for the Motor Tourist—Good Combination Ad 


The Desert Water Bag 


No. 1 (2 cols. x 6 in.) 


Every motor car driver knows that 
it is a mighty handy thing to have a 
supply of water with him for drink- 
ing purposes and also in cases of emer- 
gency. Sometimes a quart of water is 
worth its weight in gold. 

Vacuum bottles are rather small for 
a long tour through more or less un- 
settled country. Hence, this announce- 
ment of the Blakey-Clark Co. of Ennis, 


Texas, is of immediate interest to the 
touring motorist. 

Here’s a container which holds two 
gallons and keeps the water cool for 
two days at a time. This would be an 
ample supply for a party of five or 
seven in between stops where the bag 
could be replenished. 

It’s low cost also makes an especial 
appeal. To secure the same capacity 
in any other way would cost a great 
many times the $2.25. There is a real 
need for the desert water bag and we 











TOOLS will 


aty of your jobs. 





Starrett 
Tools 


There are no tools of finer adjust- 
ment and quality than STARRETT 


‘amd TOOLS. They are made for use 
they are aecurate when you buy 
\ them—they last a lifetime and are 
ao still accurate. The best mechan- 


ics keep the high standard of their 








work by using STARRETT 
TOOLS. You should use these Ae, 
quality tools also, STARRETT 


help increase your 


working efficiency and the qual 


Come in and sce 


our display of STARRETT TOOLS 





or for carrying 


different styles. 


MACHINIST TOOL CHESTS 


Serviceable chests for small tools that ean be used as a bench chest 
Your choice of Oak or Leatherette in several 
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about quality 


believe that it will be only a matter of 
time until dealers all over the country 
will feature some such equipment for 
the motor tourist. 

The bag is well presented in this ad 
although the copy has been kept as 
brief as possible. The use of three dis- 
play lines makes the ad especially read- 
able. 

Notice that the Blakey-Clark Co. has 
used a smaller cut of their boy “Tim” 
and read the “reason.” The real reason 
of course, is a desire to economize on 
the space formerly taken up by the 
larger cut of the hardware firm’s 
youngster trade device. “Tim” is a 
well-known kid down Texas way for he 
appears daily in all the Blakey-Clark 
advertising. 


A New Angle of Interest 
No. 2 (2 cols. x 7 in.) 


Because a new idea is the quickest 
way to arrest the attention of the 
reader, advertisers are constantly on 
the alert to corral anything that savors 
of newness or novelty. Sometimes the 
search is pursued so diligently that the 
ideas are frothy and blow away before 
the reader’s interest is really captured. 

But the ad of Howard’s, Mount Ver- 
non, N. Y., does present something 
really new and novel in tire publicity. 
Just read it over and judge for your- 
self. It is interesting to note that the 
suggestion of “gum” or “pneumatic” is 
retained in the word for “tires” in 
every country listed with the exception 
of Mexico which has something decided- 
ly different to indicate tires. 

The reader and we mean the average 
newspaper reader will see at once that 
this ad is different and will give it some 
little attention, long enough for that 
big word “Sterling” to stick in his 
memory. 

It is a type of ad well suited to news 
paper use for the hardware merchant 
should always remember that 
paper publicity is rapid-fire shooting 


news- 


with its effectiveness largely based on 
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repetition. Hence, if you have a novel 
idea, get it across with as much speed 
as possible. 

The name of the tire in question has 
been hand-letters and the bold way with 
which it greets your eye serves as a 
practical demonstration of the greater 
attention-value that accrues to the 
hand-lettered line. Most manufactur- 
ers have electros with the name of their 
product hand-lettered. (Refer to the 
ads reproduced and you will note hand- 
lettered designs for the following pro- 
ducts: Pyrox, Beaver Board and Star- 
rett Tools. Each of these lettered lines 
has a distinctive trade-mark value and 





Say, Folks! 


TAKE A 


DESERT WATER 
BAG 


WITH YOU ON YOUR 


VACATION TRIP 


Just the thing for an Automobile 

Trip. Plenty of 

COLD DRINKING WATER AlL- 
WAYS ON TAP 





‘1M LITTLE TIM 
Ma said Big Tim ate so 
much an? eats cost so 
much so she just traded 
him off for me. I doa'’t 
have time to eat.” 


Mode of Extra Heavy, Highest Quality of Imported Pare Flax Fabric 
Doubled Stitched, with Galvanized Mouth Piece and Cork Stopper 
atiached with Linen Cord. 


THE DESERT WATEK BAG 
requires no ice. Keeps water 
oo] for 48 hours, 


baw (ue 


PRONE B— SouTR RK 


2 gal. capacity.......-- 











the desert 
motorists 


Introducing water bag to 


their use by the hardware merchant 
serves to tie up his local advertising 
with the national advertising of the 
manufacturer.) 

Ask your manufacturers for hand- 
lettered trade-mark lines and when fea- 
turing different items, use these de- 
signs wherever possible. 

A Quality Appeal to the Mechanic 
No. 3 (3 cols. x 7% in.) 

The Edwards & Chamberlin (Kala- 
mazoo, Mich.) ad is a very neat piece 
of work, well thought out and carried 
to completion with that thoroughness 
that characterizes the work of the 
hardware man who realizes that his 
advertising will produce results in pro- 
portion to the care given it in prepara- 
tion. 

This ad is an appeal to the mechanic 
ostensibly, though its quality presenta- 
tion is by no means lost upon the man 
who would buy tools with which to do 
necessary work about his home. 

_ The display arrangement of this ad 
is well worth emulating. The cuts 
themselves are good ones—sharp and 
clear and showing each tool in a real- 
istic way. Their arrangement makes a 
balanced display and the heading 
stands out all the stronger for the nar- 
row measure of the text made neces- 


sary by the manner in which the cuts 
are placed on each side. 








Sduthesya.C 


WHEN YOU THINK OF* « ” 
A GAS RANGE Think of DETROIT JEWEL 

The Detroit Jewell com 
bines the best features 
of all the makes. Excel 
lent bakers, easy to clean, 
pleasing in opyeurance 
‘ith either Pyrex Glass 
Doors or Enamel. With 
or without enamel back 
Made in «a sumber of 
sizes an] designs at dif 
ferent prices. 


Come in and See Them 


Use KY - AN - IZE For Refnishine Your Floors 


FURNITURE aed INTERIOR 
Fely wil do the 
Eicher in the cle 
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O Get More From Your Gindie. 


You will get much more out of your garden 
if you protect it against bugs, worms and disease. 
The simple, easy way to do this is to spray with 





The Spray 
‘That Adds to 
Your Profit 





Pyrox kills bugs and worms, prevents disease and in 
vigorates the plants. Ready for use by mixing with water 
Our Pyrox Book gives complete garden and spraying infor 
mation Ask for a cops q 








Effective combination of related panels 

Similarly, the panel on tool chests 
stands out boldly because it is set a 
different measure and inclosed in a rule 
box. 

The border is well chosen as it has 
just the strength to bind all the ele- 
ments of the ad together. 


Interesting Panels These 


No. 4 (2 cols. x 15 in.) 


A combination ad seems easy to make 
up but in reality it is one of the most 
difficult pieces of publicity to plan if 
results are to be obtained 

We run across every week many com- 
bination ads that are combination ads 
in name only. 

A good combination ad of course hits 
from many angles—that is the idea of 
it—but if you skip here and there and 
all over the map in a combination ad, 
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you'll succeed in interesting very few 
people. 

The proper way to prepare a com- 
bination ad is first to get it in “tune”— 
by which we mean have your items dif- 


ferent but have them related. If you 
want to skip all over the store, then 
what you want is not a combination ad 
with its detailed presentations but an 
out-and-out reminder ad which can list 
a couple dozen items and _ still be 
effective. 

Tune your combination ads this way: 
Take as your keynote a thought that 
will carry along different items. Some 
of these are (1) automobiles, (2) 





The Language of Tires 


THEY ARE CALLED 
In Chili—“Neumaticos” 
In Mexico—“Llantas” 
In Cuba—“Gomas” 
In Brazil—“Pneumaticos” 
In France—“Pneus” 
In Denmark—“Gummiringers” 
In England—“Tyres” 
In America—“Tires” 
TO WHICH WE ADD THE WORD 


Sterling 


} SIGNIFYING 


The Best Tire Made 
N SALE IN OUR 


Auto Accessory and Sporting Goods Dept. 


Heward's, 


i eu 














thought in featuring tires 
household needs, (3) home improve- 
ment, (4) sporting goods, (5) kitchen 
necessities, (6) wash-day requirements, 
(7) vacatign needs. There are many 
more but these will illustrate what we 
mean. 

The Futhey Lumber and Hardware 
Co.’s (Shadyside, Ohio) ad might be 
termed a home improvement combina- 
tion ad. The items* are related in 
thought. The ad in effect says: “Bet- 
ter kitchens, better floors, furniture and 
interior trim, better walls, and better 
gardens”—all home im- 
provement. 


suggestive of 


Pexto Officers 


At a recent meeting of the stock- 
holders of the Peck, Stow & Wilcox 
Co., Southington, Conn., the following 
officers were elected for the ensuing 
year: L. E. Fichthorn, president; T. J. 
Ray, vice-president; Frank D. Taylor, 
secretary; E,. N. Walkley, treasurer, 
and Harry J. Parliman, assistant secre- 
tury and auditor. The board of direct 
consists of: Governor M. H. Hol- 
Wilcox, Frank C. Sumner, 
L. E. Fichthorn, F. W. Treadway, T. J. 
Ray, Albert L. ms, John M. Hol- 


comb and George S. Case. 


ors 


comb, F. L. 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 

















(ftice of HARDWARE AGE, 


New York, 
YQNHE New York hardware market 
during the first week of August 
was characterized by increased 
activity. Freight relief has, to some 
extent, been effected, and shipments on 
the whole are better than they have 
been for some time. All indications 
point to a prosperous and active fall 
and winter business. Jobbers on the 
whole are inclined to be optimistic. 
The retail trade at the present time 
is somewhat slow outside of the cities, 
as most of the rural communities are 
at present engaged in harvesting the 
summer crops. Dealers placing 
substantial fall and winter orders with 
jobbers and manufacturers. But most 
of the future orders are confined to 
staple goods, and there seems to be for 
the most part little or no speculation, 
such as was characteristic of buying 
last spring. 
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are 


The increase of freight rates award- 
ed the railroads recently by the Inter- 
state Commerce Commission is being 
carefully studied by both jobbers and 
dealers. The general consensus of 
opinion seems to be that the increases 
are justified, but that there will be 
little warrant for any firms increasing 
the selling prices of finished products 
that they now have in stock, simply 
because the treight rates have been in- 
creased. Within a few months the in- 
creased freight rates will probably be 
felt by manufacturers in increased costs 
of fuel and raw materials, and this in 
turn will have an effect on both whole- 
sale and retail prices of hardware. 
Many are of the opinion, however, that 
the increased rates will have a good 
effect on business generally, the 
railroads will be able to improve facili- 
ties and move goods better. Easy and 
rapid shipments would do a great deal 
toward counteracting the increase in 
rates, many jobbers believe. 


as 


The price tendency in the loca] mar- 
ket is still upward. Several important 
price changes became effective during 
the past week, as noted herewith in 
heavy type. 

General line of cement tools have 
been advenced by some jobbers 15 per 
cent. Other changes are noted in heavy 
type in the body of the report. 


NEW YORK 


Ash Sifters.—Buying in this line 
seems to be increasing. Some jobbers 
have received large shipments recently 
and are disposing of their stocks almost 
as fast as they come in. It is said in 
some quarters that there is likely to be 
2 shortage this winter in galvanized ash 
sifters because of the shortage in gal- 
vanized sheet generally. 

Galvanized ash _ sifters, 
iZ x 12 inm., $2.75 per 
sifters, loose, $42 per doz. 
per doz 


f.o.b. New York, 
Oz. totary ash 
Crated lots $46 


Axes.—Axes are selling very good at 
the present time at firm prices. 
Long 
per doz.; ; to 3 io., 
&, Pattern axes, 3 to 3% 
. to 4 Ib., $23.40 per doz 
3% to 4% Ib., $23.68; 
per doz.; fire axes, $30 per doz. 
5 per cent, crate lots of half dozen 


Bolts and Nuts.—The demand for 
bolts and nuts of all kinds is very vig- 
orous. There has been for some time 
past somewhat of a shortage in the 
local market which has probably in- 
creased the demand. There has been 
some improvement effected in the mat- 
ter of deliveries recently, but the de- 
mand has shown no abating. 


Common carriage bolts, all sizes, are 
being quoted, list plus 15 per cent to list 
plus 20 per cent. Machine bolts, all sizes, 
list plus 5 per cent to list plus 10 per cent. 
Stove bolts are being quoted 50, 10 and 5 
to 60 and 5 per cent Common tire bolts, 
40 per cent Sink bolts, 50, 10 and 5 to 65 
per cent Carriage makers’ clamps, 10 per 
cent Lag screws less 10 per cent. 

Hexagon machine screw nuts, 
per cent; brass 4 to 8 in., 50 per 
to 12 in., 33% and 5 pe 
per cent Stove rods, 3% 
washers, 40 per cent 


Island 


2% 


axes, 


214, 


b sy 
2 
H 


iron, 
cent 


25 
10 
r cent; 14 in., 33% 
i] 0 


% per cent. I ck 
Cider Mills.—There has been no abat- 
ing whatsoever in this line. The de- 
mand is essentially active and the short- 
age very much in evidence everywhere. 
Factories are said to be far behind on 
production. 
accord- 
Single 


mill and 
and $35 


each 


tub. cider 
$45 


$30 


Double 
ing to size, $58, 
tub mills, $27 to 


Ceffee Mills.—There is very much of 
a shortage in glass coffee mills. Ship- 
ments from factories are small and far 
hetween. The demand is quite active 
and persistent. One of the reasons at- 
tributed for the shortage is said to be 
the shortage of glass goods in the coun- 
try and the fact that most of the glass 
factories are far behind on production. 
Wooden coffee mills are, however, fairly 
easy to get in the local market. 


100 


press, 


each 


Coffee mill, glass hopper, japanned metal 
parts, holding 1 Ib. of coffee, $13.50 pet 
doz Same style, heavier, better grade, 
$16.50 per doz. 

Christmas Tree Holders.—During the 
past week orders continued to be re- 
ceived by local jobbers for tree holders. 
Many of the local dealers seem to be 
desirous of placing their orders early 
this year so as to be ready for the 
holiday season in ample time. 
cast 
bronze 


stands, 
with gold 
per doz 


Christmas tree 
japanned, striped 
per doz, to $16.75 

Cork Screws.—There continues to be 
a large and insistent demand for these 
prehistoric symbols of the liquid age. 
A good deal of home brewing is appar- 
ently being done and the demand for 
these graceful little articles, from all 
indications, seems to be increasing. 
cork = screw, 
Bottle opene 


Crown bottle opener and 
nickel plated, $1.25 per doz. 
with cork screw and wooden tubes, 
per doz. Cork screws, nickel plated, 
wire, colored wood handle, 60 cents 
doz. Self pulling cork serew, with 
binations for bottle opener and wire 
$7 per doz.: all less 121% per cent. 

Crab Nets.—There is at the present 
time a shortage of crab nets in this 
section. This shortage is likely to con- 
tinue, jobbers say, for some time. It is 
doubtful if local firms will be able to 
supply the demand this season, as they 
are having the utmost difficulty meet- 
ing the demand that has already been 
felt in the local market for several 
weeks past. The shortage is attributed 
to the same reasons given for the short- 
age of wire goods generally, short pro- 
duction, heavy demand, transportation 
difficulties and labor troubles. 


Cutlery.—The interest in the local 
cutlery market continues very active. 
Shortages continue in many lines, espe- 
cially pocket knives and seasonable lines 
of hunting and fishing knives generally. 
More advances are expetted to come 
through before long, as the general 
situation at most of the factories can 
best be summarized, jobbers say, in 
the fact that they are handicapped by 
labor shortages and slow production as 
a result. Some jobbers made additional 
advances during the past week on Rus 
sell putty and scraping knives. 

Putty knives, cocoabola handles, 1 7 16 

blades, $4.80 per doz. Cocoabola han- 
dies, 1 5/16 in. blades, $450 per doz. 
Elbony handle, flexible, 1 5 16 in. blade, 


$4.70 per coz. Cocoabola handle scraping 
knives, $7.50 to $8.30 per doz. 
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Farming Tool Handles.—The demand 
for these articles continues good with 
prices fairly firm. We say that the de- 
mand for these articles continues good, 
but during the past week there was 
somewhat of a slump in interest in this 
line. 


Hay fork handles, bent 5 ft., $5 plus 5 
per cent; 6 ft., $7.70 plus 5 per cent; hay 
fork handles, straight, 5 ft., $4.20 per doz 
plus 5 per cent; 6 ft.. $6.70 per doz. plus 5 
per cent. Long handle manure fork handle. 
$4.40 per doz, plus 5 per cent; wooden D 
manure fork handle, $6.90 per doz. plus 5 
per cent. Six-ft. rake handle, $6.20 per 
doz. plus 5 per cent. Shank hoe handle, 


$3.40 per doz. plus 5 per cent Spade han- 


dies, $7.10 per doz. plus 5 per cent. Malle- 
able D spading fork handle, $5.75 plus 25 
per cent Wooden D spading fork handle, 
$6.99 plus 5 per cent. 


Farming tool handles generally are quoted 





in this section at discount plus 5 per cent 
Pick, sledge. hammer and hatchet handles 
ire quoted discount plus 25 per cent Axe 
handles, discount plus 35 per cent 
Galvanized Ware.—A_ further in- 


crease in galvanized sheet became effec- 
tive during the past week The short- 
age in this line is a continual source of 
embarressment to jobbers. 


Galvanized sheet is being quoted: No. 
28 gage, $11 to $12 base per 100 Ib. (ial- 
vanized pails, S8-qt., $5; 10-qt., $5.75; 
12-qt., $6.65; 16-qt., $8.90: heavy, 12-qt 
$8.70; heavy, 16-qt., $12. Wash tubs. No 
1, $16.80 No, 2, $18.60; No. 3, $22.05 ill 


dozen. 
Grindstones.—An advance was made 
during the past week on Samson grind- 
stones, as noted herewith. 

No. 1, $9; No. 2, $8.40; No. 3, $7.80 
each, 


pet 


Garden Barrows.—There has been no 
abating in the large demand for both 
garden and canal barrows in the local 
market. The shortage continues to 
handicap both wholesale and retail 
business in this line, with small, possi- 
bility of any material relief for some 
time, jobbers say. 


Painted and yarnished garden barrows, 
{8-in. handles, hody 24% x 144% x 12% 
inches, $69 per doz 60-in. handles, body 
28 x 19% x 1514 inches, $84 per doz. : 63-in. 
handles, body 29% x 25 x 21% inches, $96 
per doz.; 63-in. handles, body 29% x 241! 
x 21% inches. $102 per doz. ; 

Laborers’ Canal sarrows—Half bolted 
canal barrows, wooden wheel, $53 per doz 
iron wheel, $57 per doz.; full bolted wooden 
wheel, $55 per doz.; iron wheel, $59 pet 
doz 


Game Traps.—Business in this line 
is very appreciably increasing, jobbers 
report. Most of the fall orders that are 
being received pay a good deal of at- 
tention to game traps and jobbers an- 
ticipate a good fall business in this line. 
Prevailing prices are: 

Victor No 0, 
Without chains, $1.34 
doz.; without chains, $1.52 
per doz; without chains, $2 
chains, $7.14 per doz. 
25.60 per doz, No. 1 
$2.66 per doz 
_ Oneida Jump Traps, No, 0, with chain 
$2.57 per doz.; without chains, $1.75 : 

,75 per doz without chains, 
. $4.12 per doz.; without 
$3.25 No. 12, with chains, $7.12 
Yl}s, with chains, $5.25 per doz 
_ Newhouse Traps, No, 0, with chain 
$4.75 per doz No with chains, $113.56 
doz No. chains, $156.62 per 





b2.44 
No. 4, 
Giant, 


with 


with chains, 


75. No 

$2.12 
chains, 
No 


$ 
3 io 


No, 1% 


50, 
per with 
doz 

Triumph” with chains: No, 0, 
doz; No, 1, $2.01 per doz No 
» per doz.; No, 2, $4.21 per doz.; 
doz.: No. 4. $8.60 per doz. 
per doz French rat traps, 


$1.71 
Ihe, 
No. 3 
No 


$9.25 


Furnace Scoops.—Scoops are coming 
in'for a good deal of attention in the 
local market at the present time. 


Fall 


orders now being received are giving 
special attention to scoops and shovels 


generally. 

Hollow back furnaces coops, $1.50 per 
doz., less 5 per cent for bundle lots 
Riveted back furnace scoops, $14.21 pet 
doz., less 5 per cent for bundle lots 


Ice Tongs.—Substantial interest holds 
for these articles, which are at present 
in fairly good supply in this section. 
Prices so far are firm. 





Wrought steel tongs, tool eel point 
japanned black, 10-in., $17 per doz Ll-in 
$18; 14-in., 7 $27 20-in $32 
24-in., $37 ice tong swell 
handles, " hardened points 
japanned red, 11-in., $32 per doz 15-in 
$35; 17-in., $40: 24-in., $45, with new dis 
count of 25 and 15 per cent 


Ice Cream Freezers —There seems to 
have been little slackening of interest 
on the part of dealers for freezers. 
Stocks are not ample, but the supply 
has been improved recently by fresh 
shipments. It is expected that there 
will be a lessening of interest before 
long, though jobbers are surprised that 
the buying has continued as late in the 
season as the first of August. 


Full size cans and tubs, dasher with 
double scrapers, 1-qt., $4 net; 2-qt $4.60 
net {-qt., $6.80; 6-qt., $8.60; S-qt., $17.10 
12-qt., $16.65. Freezer with Duplex dasher 
double self-adjusting scraper, 1l-qt., $4.85 
2-qt D5. 65 t-qt.. $8.25; 6-qt $10.45 S-qt 
$13.50; 12-qt., $21.55 net All take a dis 
count of 40 per cent Vacuum freezer 
1l-qt., $4: 2-qt., $5, less one-third each 

Ice Skates.—There is an increasing 
interest being manifested for skates 


even this early in the season. There 
have been hazy and ill-defined rumors 
that there is going to be a shortage in 
skates this season and many of the 
present orders that are being received 
are believed to be the result of some of 
these rumors, jobbers say. 


Ice skates, runners of cast steel, polished 
$1.04 per pair; ladies’ style, $1.31 Men’ 
hockey skates, cast steel blades, nickel 
plated, $1.40 per pair: ladies’ same, $1.83 
per pair Hardened steel blades, nickel 
plated, $1.88 per pair girls’ same, $2.48 
Tempered steel blades, extra polished. full 
nickel plated, all sizes, $2.75 per pair 

Jar Rings.—The fall canning season 
has stimulated interest in jar rings. 
3uying is very active at present for 
these articles, with prices firm. 

“Goodluck” jar rings, $1.19 pet ro 
“Red Giant” jar ring SO cents per ( 
“Sterling” jar rings, 40 cents per gro 
Fruit jar wrenches, 90 cents per doz 

Linseed Oil.—It is reported that 


of slightly higher 
and that some are 


crushers cre talking 
prices for linseed oil 
quoting $1.60 for carlois spot. It 
understood, however, that all quoted 
prices are being shaded even on moder- 
ate-size orders. The oil market gener- 
ally is rather listless at present. Crush- 
ers, it is said, are anxious to place con- 
tracts for future delivery, but with 
English oil offered at $1.02, consumers 
are disposed to await further recessions 
in domestic oil. Consumers who have 
experimented with foreign oils are said 
to have many complaints to make 
against them, some even going so far 
as to state, it is alleged, that they be- 
lieve the foreign oils to be adulterated. 
carlots, 
carlots, 


Is 


Spot quotations 
$1.40 to $1.45, less 


range, 
than 


gallon, 
$1.33 to 


$1.48, in 5 barrel quantities, $1.36 to $1.51. 
September carlots are quoted at $1.30 
Boiled oil is 2c. extra. double boiled oil is 


3c. extra and oil in half barrels is 5c. extra. 


is some improvement 


Nails.—There 
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expected in the local nail market with- 
in the next month, as many jobbers re- 
port that they have shipments on the 


way. Practically all local jobbers are 
holding consistently to the allotment 
policy and are still behind on old or- 


ders. It is expected that it will be a 
long time before anything like ade- 
quate stocks of nails are common in 
New York. Prices continue wide and 
eccentric. 

Current prices prev ne this section 
vary considerably For wire nails the prices 
range from $7 to $10 base pe kee Kot 
cut nails (which are almost off the local 
market entirely) prices rang from 38.25 
to $12 base per keg It should be further 
noted that only small lot re obtainable 
anywhere in this section 

Wire brads and nails in 1-lb. pape ire 
quoted by local jobbers at: Quar pound 
papers take a discount of 10 per cent 
Galvanized nails, 25-lb. boxe iI) ‘ 
6D $s SD, SN.45 LOD, SS.40 2p) 
$8.55 Galvanized roofing nails, 1 x 12 
$10 Plain roofing nails, 1 x 12, $7.20 

Naval Stores.—Rosin was marked 
down 25 to 60 cents during the past 


week in the local market, according to 
grade. The B grade alone remained 
unchanged at $13 per barrel and rosin 
oils were marked up, in accordance with 
the firmness of the latter. Turpentine 
remained unchanged at $1.70 per gal., 
yard basis, which would make it $1.75 
to $1.80 f.0.b New York. Rosin oil, 
first run, is 91% cents. Rosin on a 
basis of 280 Ib. per barrel, B grade, 
$13; D grade, $15.75; E grade, $15.85; 
F grade, $15.95, and best WW, $16.15. 

Rope.—The local rope market is firm. 
The general tone the market is 
steady, with the general demand moder- 
ately active. Factories are said to 
far behind on production and it is also 
claimed in some quarters that it will be 
some time before normal conditions will 
again prevail in the rope market, gener- 
ally because of labor shortages. 


of 


he 





lute rope, No. 1, 2144c. to 22!2¢ No. 2 
201oe to 21'%e jute twine \ x 
hest grace 52 to 376 India he 
6-in., 26c. to 28¢ Manila rope, be 
Se. to 2814 hardwat rrade t 
H Uy bolt rope Se. to 3414 sisal rope 
pure .-in., 19¢. to 22% lath ur first 
grade Oe. to 21e 

Binder’s Twine.—The demand for 


binder’s twine is at present very strong. 
It is being quoted at 17 cents per Ib. 
Rules.—Advances were made during 
the past week by some jobbers on rules, 
which are in reasonably good demand at 
the present time. New quotations are: 
Yellow finish, rivet joint, 5,-in. wide, 
6-in. folds, 2 ft., $2.26 per doz.; 3 ft. 
$3.37 per doz.; 4 ft., $4.50 per doz.; 5 
ft., $5.63 per doz.; 6 ft., $6.76 per doz. 
White finish, same as above, 3 ft., 
$3.60 per doz.; 4 ft., $4.80 per doz.; 
5 ft., $6 per doz.; 6 ft., $7 20 per doz.; 
8 ft., $9.60 per doz. 
Shot.—There 
shot in the local market. 





is a good demand for 


Bov Scout air rifle hot tuly 
per doz, tube 25-lb. bag $5.6 bag 
Ib. bags. S5e. per bag 


Stove Pipe.—There seems to be good 
interest manifested for stove pipe at 


the present time and jobbers say that 


they have received a number of ad- 
vance orders. 

Stove T’' pe 1-in $3.7 per loz ] 
5-in., $4.25 per doz. lengtl %-in 3 ope 
doz. lengths 
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Snow Shovels.—There is a gradual 
interest being shown for futures on 
snow shovels. Dealers are apparently 
anxious to place their orders early, 
hoping that they may be able to get 
goods before too late in the season. 
f.o.b. New York are: 
snow shovel, 14 x 114% in. 
doz.; 2 riveted steel snow 
114% in. blade, long 


square 
per doz. Galvanized, 211% 


Prevailing prices 
2 riveted steel 
blade, $9 per 
shovel, 15 x 
handle, $11.25 “y 
x 16 in. blade, reinforced back, straight 
handle, $17 per doz. 

Snow pusher, 24 x 13 x 1% 
doz.; snow pusher, 30 x 1314 x 
per doz. 


Sidewalk Scrapers.—Practically the 
same interest that is being manifested 
for snow shovels is being shown for 
side scrapers of all kinds. 


in., $32 


per 
11%, in., $35 


Office of HARDWARE AGE, 
Chicago, August 4. 

UST what will be the effect of the 

new railroad freight rates no one 
can say at this time, but it seems cer- 
tain that it will have the tendency to 
at least keep prices where they are if 
not to actually raise them. Certain it 
is that “the customer pays the freight,” 
so it seems inevitable that the higher 
costs will be passed on to the con- 
sumer. 

The disposition of Chicago jobbers is 
to pass the increased charges onto the 
retailer and it is only natural that he 
too should pass the cost onto the con- 
sumer. Freight is a part of the ex- 
pense of doing business and it has long 
been the practise of the retailer to add 
this charge to his goods. With higher 
charges it is only logical that this item 
should be attached to the cost of com- 
modities. 

There seems to be a disposition in 
business circles to view the I. C. C. 
new schedules with a. great deal of 
favor. While it is true business would 
like to see prices decline, it is also true 
in this instance that most folks are 
agreed that the railroads were entitled 
to relief. Certainly with the material 
addition to the railroads’ payrolls some- 
thing had to be done. 

But no immediate relief from the 
congestion which is gripping commerce 
can be expected. Orders placed now 
will require months for the filling. And 
with winter coming on there is no rosy 
hope of better transportation condi- 
tions, but the belief is expressed by 
many that we shall get better shipping 
service next spring. 

Actual price changes are very few 
this week. Those articles that have a 
new price have a higher one. In fact, 
there is nothing in the situation which 
points to any lower price levels. Goods 
ordered for spring use are quoted high, 
new prices on a number of spring com- 
modities showing sharp upturns. 

Business remains good. There is 
some falling off in volume in the rural 
communities but it is wholly of a sea- 
sonable nature and there is every rea- 
son to belief that the fall and winter 
demands will be large. 

All kinds of winter hardware is ac- 


Prevailing prices f.o.b, are: Solid shank, 
6% x 5% blade, 4 ft. handle. $5.26 pei 
doz. Solid shank, extra quality, 7 x 6 
blade. 4 ft. handle, $6.32 per doz. Extra 
heavy socket, 7 x 6 in. blade, 4 ft. handle, 
$8.75 per doz. 

Wire Goods.—The demand for wire 
goods is probably the largest single de- 
mand in the market. Wire goods of all 
kinds are hard to get and as far as net- 
ting and mesh wire is concerned it is 
in some places almost literally impos- 
sible to obtain. The shortage of wire 
goods is a constant source of worry and 
trouble to jobbers and dealers, and 
there seems little likelihood that there 
will be any great material improvement 
for some time to come, according to 
jobbers. 


CHICAGO 


tive. Orders for September 1 shipment 
are heavy in stoves, furnaces, builders’ 
hardware, sheet metal goods and in 
fact practically all lines. 


Automobile Accessories.—Aside from 
wrenches and some numbers in jacks 
the supply of accessories is very good, 
probably as near normal as any stock 
handled in a hardware store. Business 
is very excellent. Due to an error 
HARDWARE AGE has quoted the price for 
Rid-o-skid chains in place of Weed 
chains. The correct figures are given 
in this report. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Weed chains, 30 x 3%, $5 per 
pair, with 25 per cent off in lots of one 
dozen pairs and 33% per cent off in lots 
of more than one dozen pairs. Rid-o-skid 
chains, $2.65 per pair. Two-cylinder foot 
pumps, $1.25 each; Simplex Jack No. 36, 
$2.10 each; Stewart hand horn, $3 each; 
Howe spot lights, $3.65 each: inner tubes, 
red, 30 x 3%, $2.95 each; grey, $2.25 each. 
Liyon’s bumpers, $9 each. Bethlehem 
spark plugs, porcelain. less than 100, 63c. 
each; lots of 100, 58ec. each; lots of 500, 
58ce, each, and lots of 1000, 50c. each; 
special Ford type, less than 100, 44c. each; 
lots of 100, 41c. each: lots of 500, 39c. 
each, and lots of 1000. 37c. each. Hercules 
Giant, lots of 1 to 50, 65c. each; lots of 
50 to 100, 62%c. each; lots of 100 and 
upward, 60c. each. Hercules Junior, lots 
of 1 to 50, 40c. each: lots of 50 to 100, 
37%c,. each; lots of 100 to 500, 35c. each; 
lots of 500 to 1000, 33%4c. each; lots of 
1000 and upward, 38ie. each. Hel-Fi 
standard plugs, lots of 1 to 100, 55c. each; 
lots of 100 to 250, 52c. each: lots of 250 
to 500, 50c. each: lots of 500 to 1000, 47c. 
each: lots of 1000 and upward, 45c. each. 
Hel-Fi Tractor Special, lots of 1 to 100, 
$1 each: lots of 100 to 250, 95e. each: lots 
of 250 to 500, 90c. each: lots of 500 to 
1000. 871%4c. each: lots of 1000 and up- 
ward, 85c. each. A. C. Titan plugs. 63c. 
each; A. C. Cico plugs, 48c. each; Cham- 
pion X. 59c. each; Champion O, 62c. each: 
Champion Heavy Duty. 73c. each; Split- 
dorf plugs, 62™%ec. each; United plugs, 
Junior, small lots, 40e. 


Axes —Démands for axes are very 
large and the supply is correspondingly 
small. Prices which advanced last 
week hold firm. 


We quote 
Chicago: 


from jobbers’ stocks, f.o.b. 
Single bitted, first quality axes, 
3 Ib. to 4 Ib., $18.50 per doz., base: double 
bitted. $25.50 per doz. base; seconds, black 
handled, $17.75 per doz. base; unhandled, 
$13.75 doz. base. 

Alarm Clocks.—Manufacturers are 
making slightly better production rec- 
ords in alarm clocks but are nowhere 
near overcoming the great scarcity 
which has prevailed for the past two 
years. Orders are long delayed and 
then not fully filled. Prices are strong. 
We from jobbers’ f.0.b. 


quote stocks, 


Hardware Age 


Barbed wire is being quoted at $7 per 
0 lb. for both 3 point 4 in. or 4 point 
6 in. Ribbon wire is $8.75 per 100 lb. 
Twist wire, 12 gage is $7 per 100 lb. Stone 
wire, No. 19, annealed plain, $9.50 per 100 
lb. Same, galvanized, $12.50 per 100 Ib, 

Window Glass.—Jobbers and manu- 
facturers of window glass seem to be 
inclined to take a pessimistic view of 
the manufacturing situation for this 
fall and winter. They see _ untold 
trouble in securing labor, fuel, raw ma- 
terials, and are also troubled: by ship- 
ping conditions. The second operating 
period in hand plants started Aug. 11, 
The shortage in all kinds of glass is 
very serious and no immediate improve- 
ment can be looked for for some time, 
jobbers say. 


Chicago: Big Ben and Baby Ben, $28.78 
doz.; America, $13.96 doz.; Lookout, $17.02 
doz.; Sleepmeter, $18.48 doz.; Jack O’ Lan- 
tern, $29.26 doz.: Ironclad, $22.41 doz.; 
Boyproof and Pocket Ben watches, $15.34 
doz.; Glow Ben, $24.60 doz. 

Builders’ Hardware.—dActivity _ is 
seen in all sections of the mid-west in 
building. The demand for finishing 
hardware is as lively as ever. Resi- 
dences are going up everywhere and 
there is a good deal of building on the 
farms. Repair work is extensive. All 
lines of builders’ hardware are in good 
demand, with the stiff prices ruling 
showing no signs of any break. 

Cutlery.—Pocket knives remain ab- 
normally scarce. Kitchen cutlery is 
also much in demand. Every jobber is 
months behind on orders placed with 
the manufacturer and the retailer finds 
that he cannot get complete orders 
shipped. While all of the jobbers have 
not advanced many of them have as 
some of the leading manufacturers 
have put prices up on small cutlery and 
others seem certain to follow soon. It 
will not be long before the recent ad- 
vance of 5 per cent, 7 per cent and 10 
per cent on small cutlery will be uni- 
versal. 


Eaves Trough and Conductor Pipe.— 
No relief is reported in the acute sit- 
uation on this material. It is almost 
off the market, many dealers having 
none at all. It is strange that prices 
have not been advanced but it is prob- 
ably because there is little to be sold 
and the price is not important unless 
transactions are actually made. There 
is every reason to think that higher 
than market figures will have to be 
given to get this commodity. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: 29-gage lap joint eaves trough, 
5-in., $9.50 per 100 ft.; 29-gage corrugated 
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conductor pipe, 3-in., $9.50 per 100 f1.: 25- 
gage 3-in. corrugated conductor elbows, 
$2.16 doz. 

Flint and Garnet Paper.—A_ normal 
volume of business is being done in flint 
and garnet paper with no changes In 
price. 

We quote from jobbers’ stocks, [.0.b 
Chicago: Flint paper 30 per cent list, 
garnet paper net list and emery pay ist, 
plus 5 per cent. 

Files.—There is not quite such an 
abundance of files in the stores and 
stocks of the country as there was 4 
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month ago. Just a few 


and there was little demand for files, 
put dealers have been ordering lately 
and reserves piled up have been melt- 
The situation is healthy in 
files, the demand being good and there 


ing away. 


being enough goods to take care of the slow -nanner. 


demand with old prices ruling. 


We quote from jobbers’ 


Chicago: Nicholson files, 40-10-5 


discount: New American, 
discount; Disston, 50 per 


discount; kits, $4.25: 
3lack Diamond, 40-10 per cent discount. and No. 3, 1 doz 


We quote from 


stocks, f.o.b. per cent off; single 
per cent brackets, per cent 


per cent strength A, 79 per 


Galvanized Ware.—One large manu- Package. 


facturer of galvanized ware has an- 
nounced ‘that no new orders 


taken for carload lot shipments but ping machines. 


that the company has adopted a policy ; ne: 
of taking care of old orders for cars Season with original 
than carload ruling. 
We quote from _ 


and new orders for less 


lots. It is thought such a policy will 
enable the company to overcome the chine. ball-bearing enclosed type for horses 
shortage which has been occasioned by 
a three months’ strike. Until back or- Chicago No. 2 horse 
ders are fairly well covered only l.c.l. 
will be booked as new orders. 


bers are getting in cars ordered many 


on cans, pails and tubs. 
firm. 


Glass.—There is perhaps a little eas- to get this material 


ing off in the glass situation. An ad- in anything like adequate quantities. We auot 


BARS—CRO W— 

Steel Crowbars, 10 to 40 ib., 
8Y@9%C¢ 

Pinch Bars, 10 to 40 Ib., 
84@IKNe 

S8ELTING—LEATHE R— 


from No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 o2...35% 
Belting, Heavy, 16 oz N 
Belting, Medium, 14% os. .40% 
Belting, Light, 13 o#.....50% 
Second Quality, Sides....55% 
Second Quality, ‘Shoulders. .60% 
Cut a Lacing, Strictly 
45% 


Leather pee ‘Sides, per sq. 
ft. Raw Hide, No. 1 in 
sides 17 sq. ft. ‘and over...47¢ 
Under 17 sq. fi 45¢ 


Rubber— 
Tompetition (Low Grade) 50&10% 
Standard 40&10% 
Best Grades 
BLOCKS—Tackle— 

Common wooden 


Bolt 
Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% * 6, and smaller. .40&10% 
Common Carriage (rolled ane? : 
% * 6, and smaller. ¢ 
Larger or longer 
Phila. Eagle, $3.00 list. 
Bolt Ends, H. P. Nuts 
Machine (cut thread): 
% x 4 and smaller 
Larger or longer 
CHAIN—Proof Coil— 


American Coil; Straight Link: 
8/16, $18.00; 4%, $15.00; 5/16, 
$12.50; Pio of! 00; 7/16, 
10.50; %, % $9.75; 
Biod $9.50; 7 *§0.2 , tk 
enussNe~Ben~ 

Liquid im gal. cans gal..$3.00 
ORILL, AND DRILL 

STO ocKs— 


Chicago: Stewart 


Hardware 


Wire Gauge anand and R. 5. 
* Blacksmith . 
Brace Drills for W ood, 
EMERY—Tarkish— 

Out of market at present erry 
Domestic, lb 11 


HAMMERS AND 
SLEDGES— 


Over 5 Ib 


OILERS— 

Steel, Copper Plated. ..50-10-5 
Chace, Brass and Copper.. tone 
Railroad, coppered........i 33.4 © % 
( hace, Zinc 

Railroad, brass 


PICKS AND MATTOCKS— 
Railroad 
Contractors’ 
ROPE— 
Eastern Retail Trade. Per ib. 
Manila, % in diam. and et 
Highest Grade 
Second Grade 
Hardware Grade 
Sisal, % in. diam. and leoger: 
Highest Grade wo 
Second Grade 
Sisal, Hay, Hide and Bale wee 
edium and Coarse: 
o Fa 23%4¢; second 
0% 
Sisal “Tared, Medium Lath 
Yarns 
First quality 
Sinead quality 
Cotton Rope: 
Best 5/16-in. and larger, 
49@50¢ 
Medium, 6/16-in. and larger, 
47 @48¢ 
Third Gr., 5/16-in. and 
larger 45 @4he 
Jute: 
No. 1 -in. and up 
No, 2, %-in. and up....17 


SAWS AND FRAMES— 
Hack— 
Saws, 6 to 14 in. inc 
Saws, Machine Blades, 
12 to 14 in 


jobbers’ stocks, f.0.b. 
Chicago: Single strength A, all sizes, 77 weeks ago. 
strength B. first three 
off: all sizes, double 
cent off; putty in 100-lb 


glaziers’ points, No. 1, No. 


Horse Clipping Machines —There is 
will be nothing new to report about horse clip- tain that 
There is probably less this fall. 


demand than there was early in the we 


jobbers’ stocks, f.o.b 


mules and cows, list $14 
bottom plates, $1.75: discount 
-clipping machine, list’ price a 
cent: Stewart No. 9, 


$18, discount 25-5 pei . 
ict nothing 


ball-bearing sheep-shearing machine, 1 
The gen- $22, discount 25 per 


eral situation in galvanized ware shows Wood Handles.—If 
the same improvement which has been 


cent 


change in the situation it is not of an 
noted. Production is better and job- encouraging character. ‘The marked hen’s teeth. 
scarcity of wood handles shows no signs 
months ago and have increased the of betterment. Orders are stacking up 
rationing number which is still in effect 


way ahead of supply and there is noth- 


and Mill Supplies 


weeks back vance which has been looked for during We 


Chicage 


the past few weeks has not come and qo, > xo *» 
this would indicate that manufacturers hickory 
view the conditions as better. 
are still piled up high and this material per doz 
is moving to the retailer in a painfully 


. quality 
Orders 45°"; 


hatete C 
second growth hickory hatchet 


and hammer handles, $1.60 per doz 
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tror jobbers stocks.. f.o.b 


1 hickory axe handles, $4 per 


$3 per doz.; second growth 


- handles, $6.30 per doz extra 


axe handles, $5 per —: 
and hammer handles, S5e 


Lanterns.—There is not so much 


business 


heavily for fall and winter. 


ent supply is by no means good and 


in lanterns as there was two 


Dealers have bought quite 
The pres- 


package, 65c. per Manufacturers are having a great deal 


of difficulty 


1920 prices still Chicago 


bular, $6.90 


quote 
Competition interns, No 
per doz ‘No 2 tubular 


in getting raw material to 
keep up production. It seems very cer- 
lanterns will be very scarce 


from jobbers tocks 


blast, $9.90 per doz 


horse clipping ma- 


top plates, $1.25: 


25 per cent 


Nuts and Bolts.—Sharp advances in 
prices are noted 
cut down materially, giving the actual 
marked increase. There is 
like an adequate supply of 
nuts and bolts on the market. Small 


Discounts have been 


there is any _ sizes are especially in demand and as 


the least 


much missing almost as the proverbial 


Manufacturers say there 


is nothing in the situation that lends 
little bit of encouragement. 
The country is going to need bolts as 
Prices are jng to indicate any immediate improve- badly as it needs nails and that very 
ment in the ability of the manufacturer soon, unless 


some relief is rushed to 


onto the market the front at a very early date. 
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Saw Frames— 


Iron, adj., per doz ’ 
Steel, ad., 8 to 12 im., per doz., 


Steel adj., steel hdle., 
Pistol-Grip, per doz..$2 


SCREWS— 
Coach, Lag and Jack— 
Coach, Gimlet Point 


Jack Screws— 
Standard LAist 


Machine— 


Cut Thread Iron, 
Flat Head or Round Head, 
50&10% 
Fillister or Oval Round read, 
50&10% 
Fillister or Oval Head .40&10% 
a , Thread Iron, F. H. or 


Fintister or Oval Head.. .80% 
Rolled ae Brass: 

F H. or R. H. 50% 
Fillister a Oval Head...60% 


Set and Cap— 


Flat Head, Iron 
Set (Steel) met advance over 
ron 25¢ 
Sq. Hd. Cap 
Hex. Hd Cap 
Fillister Head Cap 


Wood 
Flat Head, Iron......67%&15 
Round Head Iron 65&15% 
Flat Head, Brass .. Serer? A 
Round Head, Brass. 157% &15% 
Flat Head, Bronze. 7§5&10&10% 

Round Head, Bronze 
524 &10&10% 


STOCKS, DIES AND 
TAPS— 


Hand Taps, Y "to = ; ‘in ’ 
—_ Taps, smalier than 


M. °s. gg Taps, larger 


fro jobbet tock 


W ASHERS—Cast— 
Over “Y-inch, barrel lots, per 
100 Jb. 


Iron and Steel 


Per 100 Ib 
stag bolt 5/16 Y% % 
thers $13.30 12.10 10.90 


10.70 10.60 
WRENCHES— 

4 fir al . ecces 
Alligator or Crocodile 
Drop Forged S§ 
Stillson pattern........60&5% 
Genuine Walworth Stillson, 


METALS— 
T 


P 58 @60¢ 
Copper— 

Ingot ‘ 20¢ 
19%¢ 
19%¢ 

Spelter and Sheet Zinc— 
Western spelter 10 to 11¢ 


Sheet Zine, No & base. caet 
1414¢ ¢ 15¢ 


Lead— 
an Pig Per 1b.10 to 10% 
-Per Ib., 11@12¢ 
Solder 
1% x % guaranteed ... ° 38¢ 
No. 1 . ees ‘ aes 35¢ 
Refined .. oes --.-31¢ 
Prices of solder indicated by 
private brand vary according to 
composition 
Babbitt Metal— 
Best grade, per Ib. 
Commercial grade, per Ib. 
Antimony— 
Asiatic, per Ib «eee 9D@1IOG 
Alauminum— 
No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingota for 
remelting. per Ib....85 to 38¢ 
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Cnicage Machine bolts up to 3% x 4 in 
per off, larger sizes 10 per cent off; 
Carriage bolts up to % x 6 in. 15 per cent 
off, larger sizes 5 pe off ; coach or lag 
screw gimlet points square head 30 per 
cent off hot pressed nuts square or hex 
agon caps 50c. off per 100 Ib stove bolt 
50 per cent off 

Nails.—Strong demands and weak 
supplies—the situation which seeming- 
ly has become chronic in the nail world 
still holds Prices are the same 
and only a fraction of the quantities 
ordered are being shipped. 

We 
Chicago 
keg base 


cent 


good. 


f.o.b 
pet 


jobbers 
wire nails, 


tock 
$4.10 


tron 
Common 


Rope.—Last week’s readjusted prices 
on rope are still in force. 

We quot jobbers’ 
Chicago manila 
brands fu Is 28« 
per Ib ! sisal 
per |b 
per Ib 

Paints 
easier. 


f.o.b 
standard 
No By eee 
1 


tocl 
rope 
per Ib 
rope full 
per Ib 


from 


coil 


No. 3 


and QOils——-The market is 
Demands are not as strong as 
they were and there seems to be a little 
better supply in basic material such as 
turpentine and white lead. Prices are 
rather week. 

We 
Chicago | 
load lots 
lead. dry 
to 21 
bone di $1.25 

Roofing Pzper.—There is a contin- 
ued heavy demand and fair movement 
in this material, with prices ruling un- 
changed 

We 
Chicago 
per 


jobbers’ stocks f.o.b 
81.62 to $1.72 car 
$8.57 to $8.80; white 
per Ib.; in oil, 16%%4¢ 
shellac, T. N., $1.10 


from 

sinseed oil 
pig lead, 
it to 17¢ 
per Ib 
bleached 


quote 


in 


quote jobbers’ 
(ertainteed roofing, 1 
ply, $2.64 per 
Major roofing, 1 
> } per 
roofing 


stocks f.o.b 
ply, $2.13 
ply, $3.15 
ply, $1.83 per sq 
Ply, $2.65 per 
38 per sq.; 2 
$2.10 tarred 
rosin papel 


from 


sq 3 


( 
» 
” 


Sq 
| 


$1 
#1 S« 


TY 

per 

Steel Sheets.—Very scarce indeed is 

the supply of steel sheets in the mid- 

west. Many jobbers are entirely out 
and prices are only a formality. 


iD 4... 
per i’ |b 


ton 


red and gray 


Office Hak 


Boston 
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Vi OST everybody interested in hard- 
i ware in this section of the coun- 
try, who is not away on a vacation, is 
trying figure out what effect the 
new freight and express rates, recently 
awarded by the Interstate Commerce 
Commission, will have on hardware 
values. The jobber is taking a more 
lively interest in this subject than the 
retail dealer, as might be expected. The 
jobber’s task of solving the question is 
a difficult one because of the vast 
amount of detail work necessary. At 
best it will take all of one man’s time, 
and his stenographer as well, for a 
period of least months, to go 
over each item sold by his house, apply 
the new freight and express rates, to 
see if they, the new rates, warrant a 
change in jobbing quotations. There 
unquestionably are a lot of goods on 
which the extra carrying charges will 
not be sufficient to warrant new price 
listings. On the other hand on articles 
like nails, pick axes, steel shovels, iron, 
steel, the extra freight charges 
probably will have to be considered in 


to 


at two 


etc., 


Solder.—Last week’s | slightly 
duced price on solder is still in effect, 
with a fairly good supply in the market 
and all orders filled without delay. We 
quote from jobber’s stocks f.o.b. Chi- 
cago: Warranted 50-50 solder, full 
cases, 36c. per lb., less than case lots, 
39c. per lb. 


re- 


Steel Goods—New prices are out on 
steel goods and they are far from reas- 
suring. The advances zre from 10 per 
cent to as high as 70 per cent, with an 
average upturn of 124, per cent to 15 
per cent Jobbers are booking orders 
for spring delivery, but as they have 
only just received the new prices it re- 
mains to be seen how the trade is going 
to respond to the shzrp rises. Seed 
sowers are up 331/3 to 70 per cent; 
garden plows have advanced 20 per 
cent, corn planters are up from 12! 
per cent to 25 per cent; wire lawn rakes 
have been tilted 40 per cent and rivet- 
ed hose are up 20 per cent. In fact 
the whole line of steel goods has jumped 
sky high. 

Stove Boards.—There is not quite so 
much movement in this material as 
there has been. It is very scarce and 
prices are st sady and strong. 

We 
Chicago 
24 x 24, 
per doz 
$21.30 ner 


f.o.b 
boards 
$1605 


AG 


quote from jobbers’ tocks 
Wood lined erystal stove 
$13.65 per doz 26 x 26. 
28 x 28, $18.85 per doz 30 x 

doz 33. x 33, $25.50 per doz 
$30.50 doz 


6 x 
Screws.—Stocks cre more scarce and 
prices seem due for a jump 

We quote from jobbers’ 
Chicago Flat-head bright 
round-head blued, 674%-20; 
624-20; round-head brass, 
head 60-20, 

Sash Weights.—A normal business is 
being done in this line with no new 
prices and no new facts about the sit- 
uation. Perhaps the situation shows 


BOSTON 


naming jobbing quotations. The 
plest way out of it would be to strike 
an average price advance based on the 
new freight rates, but such action will 
place a burden where it does not be- 
long, and again not cover the increased 
cost of doing business. 

In addition to the worries of new 
freight and express rates, the hardware 
trade still has the transportation of 
goods needed immediately to contend 
with. All-rail shipments appear to be 
growing slower and slower instead of 
better, and the express companies sim- 
ply are buried with business, so there 
been no appreciable increase in 
hardware supplies since last reports. 
The retail trade, almost without excep- 
tion, is enjoying an excellent business. 
In fact, it far exceeds the fondest hopes 
of the average dealer. Consequently he 
is more concerned in getting something 
to sell than he is about what effect the 
new freight rates is going to have on 
prices. Naturally he constantly is in 
the market for goods. But although he 
is ordering often, each individual order 
placed with the jobber is comparatively 
small. In other words the retail dealer 


stocks, f.o.b 
screws, 70-20 
flat-head japan, 
574-20; flat- 
brass, 


sim- 


has 


Hardware Age 


some improvement, but orders for « 
load shipments are taken subject 
delay. 


Wheelbarrows, — No _ prices 
changed. The recent jump in 
trucks is in effect, the line having go 
up about 10 per cent. A normal b 
ness is being done in wheelbarrows anid 
trucks. 

We quote from 
Chicago: Trucks, No. 2 half iron w 
heuse trucks, $7.50 each; No. Tl. ba 
trucks, $8.50 each; No. 4, tubular whe: 
barrows, all steel, $10.25 each comin 
bolted barrows, $5 each, bent-angle 
rows, $8 each 

Wire Cloth and Poultry Netting. 
Only next season’s business is 
considered in these lines and it is a 
little too early for the heaviest buying 
although some very sizeable orders are 
being placed. Current quotations are 
the same and are governing future o1 
ders. 

We 
Chicago: 


na 
store 


jobbers’ stocks 


peing 


jobbers’ stocks, f 

wire cloth 
poultry netth 
10-100 per 


weaving, 40 p 


quote from 

Black painted 
mesh, $2.25 per 100 sq. ft 
galvanized before Weaving, 
discount; galvanized after 
cent discount 


Game ‘Traps.—Many dealers have 
bought for fall and some others are 
now in the market but the situation is 
not very lively. Prices hold strong, 
with a bigger demand than there is 
supply. 

We 
Chicago: 
$1.71 per 

No. 1 
doz 
ll, 


quote from jobbers’ stocks,  f.o.b 
No. 0 Victor traps with chain 
doz.:; without chains, $1.34 per 
Victor traps, with chains, $2.01 
without chains, $1.52 per doz... 
», Victor traps, with chains, $3.0; 
doz.: without chains, $2.44 per doz. ; 
0, Oneida Jump traps, with chain 
37 per doz.:; without chains, $1.75 pet 
No 1 Oneida Jump traps, with 
chains, $2.75 per doz; without chains 
$2.12 per doz.: No. 144, Oneida Jump traps, 
with chains, $4.12 per doz.; without chains 
$3.95 per doz.: No. 0, Newhouse trat 
with chains, $4.75 No. 1, 3 
per doz.;: No, 1%, loz 


doz 
per 


ner 
$x.50 


is buying in a hand-to-mouth way be- 
cause he has the suspicion that business 
is due for a slump and prices for a 
drop. As for the future, the average 
retail distributor is not buying as free- 
ly as he has at this time in former 
years. Speaking of this phase of the 
situation, one successful merchant 
says: “Why should I order goods for fall 
business on a large scale? The jobber 
can’t give me what I have on order 
to-day, and a lot could happen between 
now and the time for me to sell fall 
goods.” There are, however, a large 
number of retail houses that are going 
ahead on the theory that it will be many 
years before the transportation sys- 
tems of the country get back 
thing like a normal base, and that if 
one to do business, regardless of 
prices, he must have merchandise. 
These houses are ordering fall goods 
n a normal manner. 

Bolts and Nuts.—The recent advance 
in machine bolts, nuts, has had 
little apparent influence on the demand, 
which is just as good as ever. Ship- 
ments from the m‘Ils continue very un- 
satisfactory and local supplie ire 


on any- 


1S 


etc., 
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badly ‘broken, alihough two local job- 
houses report ample stocks to take 
care of all.demands made upon them. 
New England railroads, unable to get 
supplies from the mills, are relying on 
Boston jobbers for stock and the broken 
condition of supplies is largely ac- 
counted for by this buying. Middle 
western automobile concerns, who a 
month or two ago were sounding out 
the local jobbing market, are not in- 
terested in bolts and nuts to any great 
extent, Which has eliminated some 
the strain on this market. 


Hil 


of 


Machine 

and 

and 
I 


Ve quote from jobbers’ stocks 
vith H. P. nuts, 'y-in. diameter 
list plus 10 per cent; %,-in 
list net; bolt ends with Hf. 
net; machine bolts with ©. & 
diameter and = smaller, 
cent; %<-in. and larger, 
cent; tap bolts, list plus 
common carriage bolts, all sizes, 
20 per cent; stove bolts, large 
per cent; small lots, 40 per cent 
I’, square blank and square tapped 
blank and tapped, list plus o« 
* & TT. square blank and square 
and hexagon blank and tapped 
plus 4e.; extras of le to Se. per ib 
a charged for than keg lots Semi 
finixied hexagon nuts, 9/16-in. and smaller 
20 per cent: -in. and larger, 20 pe! 
cent finished case hardened nuts, 20 
cent. 

Cooking Ware Frames.—In connec- 
tion with the sale of glass cooking 
ware, it is interesting to note that 
frames for this class of merchandise 
are attracting a great dea! of attention 
among the retail dealers of New Eng- 
land. Some of the retail trade report 
having increased their sales of frame 
considerably more than 50 per cent 
during the past year due, it is claimed, 
to the dovetailing of these goods with 
the cooking ware itself. For instance, 
they say that if they sell glass cooking 
ware to a party who intends to make 
a gift to another person it is a com- 
paratively easy matter to sell a frame 
at the same time. 

We 


less 


the stocks 
casserole 

$1.65; heavy 

7-in $2 


jobber 
dishes, 7T-in 

with extra 
8-in., $2.2 


from 

round 
8-in., 
handles, 

casseroles, 


quote 
Frames for 
$1.50 each; 
finished 
For oval 
each For pie plates, S-in., 
each The above are for 
base and nickel finished 

Freezers.—The manufacturers — of 
White Mountain ice cream freezers 
have announced their prices for next 
season’s gocds. Owing to the large 
number of people in the jobbing trade 
being away on their vacation the ad- 
vance has not been figured out in detail, 
but it probably will average in the 
neighberheod of 25 per cent. It is be- 
lieved that the actual prices will be 
made up the end of another 
week, 


heavy $2.50 to $3 
$1.50 and $1.65 
brass o1 
frames 


copper 


before 


Galvanized Ware.—Jobbers are be- 
ginning to secure fall orders for ash 
cans, garbage containers, coal hods, etc. 
Prices on this class of merchandise hold 
very strong, and there is nothing that 
indicates any material change in them 
for some time. The leading manufac- 
turers, up to the present time, have 
had difficulty in securing stock from 
the steel mills with which to make up 
goods, consequently the supply of 
finished product is more or less limited, 
and deliveries through the jobbers un- 
questionably will be more or less in- 
complete. Quite a number of retail 


per 


dealers, however, have a fairly good 
stock carried over from last season, 
which is indicated by the manner in 
which new orders are coming forward. 

Greenfield Tap & Die Goods.—The 
Greenfield Tap & Die Corp., Greenfield, 
Mass., has issued new prices on caps, 
guides, collets, stock for dies, tap 
wrenches, bit brass shank round die 
holders, and round shank round die 
holders; which show a material ad- 
vance. The company’s sales this year 
are running far ahead of those for pre- 
vious years, and some difficulty is ex- 
perienced in keeping up with orders 
that are coming in. The retail hard- 
ware trade apparently is having bette 
success in marketing taps and dies, for 
most of them report their sales in this 
department as considerably in 
of all former records. 

Knives.—The Tuck Mfg. Co., Brock- 
ton, Mass., has notified jobbers that the 
list price on all knives has been ad- 
vanced 50c. per dozen. The company 
makes shoe and a miscellaneous line 
of household knives. Carving knives 
of all kinds and makes are enjoying an 
unusual demand, which the jobbing 
trade is unable to supply. The John 
Russell Cutlery Co., Turners Falls, 
Mass., is to inaugurate a boy’s whit- 
tling club that entitles the members to 
compete for either a cash prize or a 
medal. It that this move- 
ment will stimulate interest in pocket 
knives. 


excess 


is believed 


Lacing.-—Leather lacings, in common 
with leather goods in general, have 
been reduced in price, approximately 
10 per cent. 

Lanterns.—One of the leading manu- 
facturers of lanterns has advanced 
prices, but the others have not come 
forward with new lists. Local jobbers 
are beginning to get orders for lanterns 
for fall delivery, and most of this busi 
ness is taken at a price ruling at date 
of shipment basis. Manufacturers are 
short of raw materials, and some of 
them anticipate slow deliveries of fin 
ished product. Consequently, they are 
urging the local jobbers to specify 
what they will need as early as possible 

Mixers.—The Roberts Lightning 
Mixer has been advanced 15 per cent. 
The company was burned out a few 
months ago, which materially set back 
shipments. It is now located in new 
quarters at Congress St., Boston, and 
is fast getting into shape where it can 
take care of its regular shipments. 

Nails.—The scramble among jobbers 
and retail dealers to get nails 
tinues. Retail dealers, unable to get 
stock from the jobbers, are buying from 
other sources, principally: from Canada, 
and are in some instances obliged to 
charge high 30c. a pound for 
galvanized stock, owing to the high 
at, and shipping charges from, 
manufacturing points. Such instances 
are few and far between, however. 
Local jobbers say they are getting a 
few nails from Pittsburgh, via express, 
but not nearly enough to supply the 
demand made upon them. The great 


con 


as 


cost 
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scarcity of wire nails has created an 
unusual demand for cut nails, which 
serves to keep the market cleaned up 
on this class of goods. 

We quote 
nails, per keg, $6 to $10 base couted 
nails, $5 per standard 100-lb. kes 
nails, $S per 
per keg base 

Nail Pullers.—One of the leading 
makes of nail pullers has been advanced 
33 1/3 per cent. 


from jobbers’ Wire 
wire 
base 
eut nails, 


$12 


keg base 


Pencil Pointers.—The Boston Pencil 
Pointer Co. has again revised its lists 
insofar as small lots are concerned. For 
such lots new prices show an advance 
of about 7'2 per cent. 

Saws.—Retail dealers are beginning 
to place fall orders for wood, crosseut 
etc. The large saw manufac- 
turers of the country say that early in 
the year business began to fall off, and 
that.it has continued to do so since then, 
but sufficient new business is being 
booked from week to week to keep all 
plants operating at capacity, and de- 
liveries run from three to four months. 
The manufacturers are more ¢ 


Saws, 


mncerned 
over railroad transportation conditions 
than their future business, it being ex- 
tremely difficult for them to get ship- 
ments of steel through from the mills. 

Screw Drivers.—A large Massachn- 
setts manufacturer of screw drivers has 
advanced list prices on round '4 in. 
point, 14% in. blade to $2.90 a dozen, 
and offset screw drivers to $5.30 a 
dozen. This advance was made neces- 
sary by increased production costs. The 
company is months behind on 
deliveries and says there is nothing that 
indicates their able to catch up 
on orders unless the efficiency of labor 
greatly improves. 


several 


being 


Screws.—Iron screws of all 
have been advanced 2'4 points. 

facturers say that it 
has been before at 
have 


kinds 
Manu- 
is harder than it 
any time since they 
business to secure stock 
to work upon contracts placed by them 
with the mills, which are months be 
hind in delivery, and in order to keep 
the screw’ making plants in operation 
they are obliged to go into the open 
market and pick up whatever they can 
at a premium. It is because they have 
been forced to adopt this policy that 
they raised prices as noted above. Loca! 
jobbing stocks of wood are 
badly broken, some sizes in certain 
tores being conspicuous for their ab- 


sence, 


been in 


screws 


The demand for machine screws 
is just as keen as ever, and dealers are 
experiencing the difficulty in 
ecuring stock as has been noted from 
week to week. 

We 


Same 


quote 
screw flat 
count; flat 

discount 
discount 
count 

discount 


Wood 


flat 
round 


set 


crews 10 per per 


discount 


puar ind 


cent 
hexagon, list also 0 ) cent di 
fil’ister, list plu Wo pre t «dis 
ind round eap, list ph per 
count ron machine flat 
head, 40° pe cent diss i fil 


scount 
ount; flat 
cent dis 
ind round 
fer ai or 
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and round head brass, 
fillister, 25 per cent 


flat 
discount ; 


cent discount; 
30 per cent 
discount. 
Shields.—Local jobbing prices on ex- 
pansion shields have been marked up 
about 10 per cent. The demand for 
shields is a little better than normal, 
and like everything else, the jobbing 
trade is having difficulty in securing 
sufficient supplies to meet all require- 
ments. 
We 


quote from jobbers’ st 


screw expansion shields full kegs, 
per cent discount; in broken packages, 50 
ind 10 per cent. Machine bolt expansion 
shields, in full kegs, 40 per cent discount 

packages, 30 per cent discount 
screw anchors, 50 and 19 per cent 
for full kegs broken packuges 


cent discount 

Snew Shovels.—Orders for 
shovels are beginning to filter in, ac- 
cording to the jobbing trade. It is a 
little early, however, to size up the 
volume of buying, owing to the vaca- 
tion season, but another month should 
determine the business outlook. Prices 
for snow shovels are considerably 
higher than they were a year ago, 
especially steel kinds, and this fact 
may have more or effect on the 
volume of retail orders placed. 

Washers.—The demand washers 
appears to have grown a little less ac- 


ocks 


65 


broken 
Lead 
discount 
1) ner 


Snow 


less 


for 


tive but it is still sufficient to keep local 
supplies down to small proportions, 
especially as the manufacturers have 
not succeeded in getting fresh goods on 
this market to any appreciable degree 
during the past month. 

We 
washers, 
larger, 
kegs malleable 

Wire Cloth.—Local jobbing quota- 
tions on pearl wire cloth have been ad- 
vanced !4c. per ft. to 4'4¢. 


Cut 
per Ib.; 
200-Ib 
per Ib 


jobbers’ stocks: 
smaller, 6c. 
cut washers, 
washers, 12c. 


quote from 
<-in. and 
per Ilb.; 
- 


list 


Wrenches.—Conditions governing the 
market for wrenches are unchanged. 
Business is all that could be expected 
at this time of the year. Local stocks 
are more or less broken, and probably 
will continue so, inasmuch as the manu- 
facturers are still having difficulty in 
securing raw material. The recent 
change of jobbing prices on one make 
of wrenches has not been reflected in 
the rest of the list, and the market is 
generally termed as steady. 


We quote stocks: Stilson 


and Trimo pipe wrenches and parts, new 
list, 50 per cent discount: Coes wrenches, 
large lots, 20 per cent discount; small lots. 
10 per cent dise7 ant: dropped _ forged 
wrenches, 20 per cent discount; Westcott’s 
wrenches, net list; agricultural wrenches, 
25 per cent discount 


from jobbers’ 
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Office of 


Pittsburgh 


A LTHOUGH the more general report 
/ 


J is one of improvement in the in- 
ward movement of the various lines of 
hardware, which enables the trade in 
this district to somewhat better meet 
the demand, the increase in railroad 
freight rates recently allowed by the 
Interstate Commerce Commission has 
introduced into the situation a factor 
that is quite as disturbing as were the 
recent difficulties attending the obtain- 
ing of supplies. The trade is confronted 
with practically a complete revision of 
prices to cover the higher freight 
charges and an unsettled market is in 
prospect for the next few weeks, or 
until the new tariffs have been worked 
out and applied. Since the great bulk 
of hardware is produced in the territory 
between Chicago and New England, and 
the railroads operating in that region 
have been granted a 40 per cent in- 
crease, the great bulk of the lines han- 
dled in Pittsburgh will be subject to 
that increase. The problem before the 
trade now is as to who will stand the 
In some lines jobbers already 
have considerable amounts based 
on prices named sometime ago and 
carrying the old freight rates. In such 
instances, the burden of the increased 
rates must be borne by the sellers. 
Most makers of wire cloth and poultry 
netting have withdrawn prices and 
probably will come out with new lists 
shortly covering the increased cost of 
raw materials entailed in the larger 
payments to be made the railroads. 
Axes.—The supply situation still is 
extremely acute as makers are sold 
over the remainder of the year and are 


burden. 
sold 


taking new orders only on a basis of 
price at time of delivery. Shipments 
against old orders are extremely limited 
because of railroad embargoes and 
some jobbers still are waiting ship- 
ments on orders placed early in the 
year. Prices show no change, but mere- 
ly are nominal. 

We 
Single 


from local jobbers’ stocks: 
weights, axes, $16.50 pe 
base welghts. axes. $21.50 
handle single bit axes. 
Hiawatha boys’ handled 


quote 
bit, base 
doz.; double bit 
per doz.: Sager 
$23.50 per doz.: 
ixes, $14 per doz 


Bands and Hoops.—Mills are ship- 
ping only moderately against jobbers’ 
orders due to the railroad situation and 
the stocks of the latter not only are 
small but pretty much broken up. In 
steel these products are quoted from 
jobbers’ stocks at 7c. base, while in 
iron the market is around 8c. base. 

Bars.—While the edge appears to be 
off the demand to some extent, this is 
not producing any material easing in 
prices, due to the fact that jobbers have 
not been getting any larger shipments 
than they needed to fill old orders, and 
consequently have not been able to ac- 
cumulate any reserves worth speaking 
bout. Bar mills in the Pittsburgh dis- 
trict are not operating at all fully while 
on account of the railroad embargo it is 
possible to get shipments into this dis- 
trict only by permit. It frequently 
happens that the permit expires before 
it can be used. 


We quote steel biz 


it from 4.50¢c. to 5 
at 5c. for common 


Brushes —An 
iust has been 
manufacturers. 
to the inability 
sufficient supplies of bristles. 


*s from jobbers’ stocks 
5e.. Dase and iron bars 
base iron. 

advance of 10 per cent 
announced by leading 
This may be ascribed 
of the latter to secure 
Chinese 


A ge 


Hardware Ag 
exporters are holding at extremely high 
prices while on account of the unsettled 
political situation in Russia that source 
of supply, which is of the largest for 
American manufacturers, is entirely 
shut off. 

Coaster Wagons.—Advances averag- 
ing about 10 per cent have just been 
announced and probably finds explana- 
tion in the fact that the much discussed 
decline in lumber is more of a hope 
than an actuality. 

Haying Tools.—New lists of the Ney 
Mfg. Co., Canton, Ohio, have reached 
the trade and show advances in prac- 
tically all kinds of haying tools. 

Hollow Ware.—The Hollow Ware 
Sales Co., Jefferson, Ind., has notified 
the trade that they can accept no fur- 
ther business for shipment prior to 
Oct. 1. 

Lanterns.—The R. E. Dietz Co. has 
given notice of an advance of ten per 
cent in its line to cover the higher 
freight rates soon to become effective. 

Nuts, Bolts and Rivets.—The market 
remains extremely firm for while mak- 
ers are somewhat better off than they 
were recently in the matter of supplies 
of bars, rods and drawn wire they are 
not materially reducing their back 
orders and still are declining practically 
all new inquiries. Jobbers’ stocks are 
so small and much broken up that they 
are scrutinizing all orders and letting 
buyers have only a portion of their 
requirements. 

We quote from jobbers’ 
%-in. and larger, keg lots, $6 $6.25 
base; small sizes, 25 to 30 per cent off list: 
carriage bolts, % x 6-in. und smaller, 20 
to 25 per cent off list; larger and longer, 
7% to 10 per cent off list; machine bolts, 
% x 4-in. and smaller, 25 to 30 per cent 
off list; larger and longer, 15 to 20 per 
cent off list; stove bolts, packages, 40 to 
50 per cent off list: tire bolts, Bay State 
15 per cent off list: Eagle, 25 to 30 per 
cent off list: plow bolts, N 1. 2 and 3 
heads, 10 per cent off other style 
heads, list: track bolts, 9.25¢c. base; Ing 
screws, 35 to 40 per cent off list: nuts, hot- 
pressed and cold puncheu, list plus $2 to 
$3: semi-finished, *.-in. and larger, 35 to 
10 per cent off list: 9/16-in. and under, 
15 to 50 per cent off list. 

Plate Glass.—The supply situation 
remains quite acute with manufacturers 
inclined to give more attention to the 
filling of old orders than to new de- 
mands. 

Paints and Varnishes.—Possibility of 
higher prices appears remote at present 
due to the continued downward tend- 
ency of turpentine and linseed oil. 

Glass Cooking Ware.— Advances rang- 
ing from 15 to 25 per cent and averag- 
ing about 20 per cent in Pyrex Glass- 
ware have been announced, effective 
Aug. 1. The advance in jobbing and 
retail prices probably will be even 
greater as these goods are sold f.o.b. 
factory and of course will have to bear 
the higher freight rates soon to become 
effective. 

Sheets.—A recent meeting of inde- 
pendent manufacturers of sheets dev- 
eloped that unfilled orders aggregated 
approximately 800,000 tons and that 
about 100,000 tons were made up and 
awaiting shipment. The position of the 
American Sheet & Tin Plate Co. re- 
latively is as bad, due to freight con- 


stocks: 
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gestion and car shortages. It is not 
surprising, therefore that the jobbers 
still complain of difficulty in meeting 
their orders. 

We quote from warehouse: One pass 
cold-rolled black sheet, 8.55c, per lb, base, 
Pittsburgh; galvanized, 10.55c. base; blue 
annealed, 7.50c. base; 2%-in. corrugated 
galvanized sheets, 8.3lc. per square. 

Tin Plate—There has been no im- 
provement in the movement from the 
mills as shipments are not safely made 
except in box cars and these are hard 
for the mills to secure because so many 
are going west for the movement of 
grain. Jobbers are drawing some sup- 
plies by motor trucks, or by water in 
barges, but this is costly and even then 
jobbers can not meet the demand either 
for ordinary tin plate of for roofings 
ternes. Prices are extremely firm and 
more likely to move higher than lower 
since the new freight rates are certain 
to have an effect upon producing costs. 


We quote from warehouse: Standard 
coke tin plate, $11 per base box ; roofing 
ternes, 20 x 28-in., 40-lb. ic., $28 to $30. 


Wire Products.—Some jobbers in this 
district, after being shut off from sup- 
plies of nails for three weeks, during 
which time distributors in other centers 
have been supplied, again are able to 
secure moderate shipments. This, how- 
ever, refers chiefly to the American 
Steel & Wire Co. as the independent 
companies still are trying to supply 
jobbers in outside points. Mill stocks 
of nails rarely have been as low as 
they are at present and meanwhile 
production is not more than seventy- 
five per cent of normal. No nails now 
are purchasable from independent 
makers at less than $4.25 base, per keg, 
Pittsburgh, and orders must come from 
regular customers of makers to be 
entered even at that price. 

We quote from jobbers’ stocks: Wire 
nails, $3.90 to $6 base per keg; annealed 
wire, base sizes, $3.65 to $4.25 per 100 lb.; 
galvanized wire, $4.35 to : galvan- 
ized barbed wire, $4.80 to 40; wire 
brads, 50 to 70 per cent off list; woven wire 
fencing, out of stock, 50 and 5 per cent 
off list. 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, August 9, 1920. 


YONDITIONS in the hardware trade 

A continue generally satisfactory. 
Retailers report that the volume of 
sales are fully up to normal, if not a 
little better than normal, for a mid- 
summer season. Builders’ hardware is 
the only line that is particularly quiet. 

Retailers have commenced to place 
orders quite freely for garden hose, 
steel goods, lawn mowers, shovels and 
other merchandise for spring deliveries. 
Orders for some lines are being taken 
for spring delivery without price. On 
these manufacturers are not yet ready 
to name prices, but retailers are placing 
orders early in order to stand better 
chances of getting the goods in time, 
remembering some of their experiences 
of last spring when they suffered for 
not having seasonable merchandise 
when needed. 

The supply of nearly all lines of mer- 
chandise is fairly good at present, but 
there is still a scarcity of mill products 
such as nails, wire, barb wire and steel 
sheets. There is also a shortage of 
bolts and nuts. Only a few price ad- 
vances are reported but the advance in 
freight rates will increase manufac- 
turers’ costs and have a tendency to 
cause further advances in prices. 

Automobile Tires and Accessories.— 
Retailers who handle automobile tires 
and accessories continue to do a very 
fair volume of business. Jobbers have 
good stocks of tires and all lines of 
accessories and can make prompt ship- 
ment. Prices are unchanged. 

Building Paper.—Prices on asbestos 
building paper have been advanced 50 
cents per hundred pounds. Jobbers now 
quote building paper at $10.50 per hun- 
dred pounds. 

Brushes.—Jobbers have commenced 
to take orders for paint and varnish 
brushes for spring delivery at the 
prices that went into effect last Oc- 


guaranteed, 
as to the 


tober. Prices are not 
owing to the uncertainty 
future cost of bristles. 

Barb Wire.—There is a very active 
demand for barb wire but the supply 
is very short. Prices are unchanged. 

We quote barb wire from jobbers’ 
stocks in 80-rod spools as follows: Cattle 
wire, $4.2 hog wire, $4.55; American 
special, $3.25. 

Binder Twine.—There is still some 
demand for binder twine, but the buy- 
ing is pretty much over for the season. 
Prices are unchanged. 

We quote 


f.o.b. mill, for best grades, 
shipment from stock. 

Bolts and Nuts.—Shipments of bolts 
and nuts by manufacturers are very 
slow and jobbers’ stocks are lower than 
they have been. Prices are unchanged. 

Jobbers’ prices are as follows: Machine 
bolts, large and small, 25 per cent off list; 
carriage bolts, large and small, 15 per cent 
off list; stove bolts, 50 and 10; lag bolts, 
40; hot pressed nuts, square and hexagon. 
keg lots, tapped list; cold pressed nuts, 
$1 off list. 


Enamel Ware.—The National En- 
ameling & Stamping Co. has advanced 
its prices on Royal enamel ware, which 
jobbers now quote at 10 per cent off 
of list. 

Garden Hose.—Jobbers are taking 
orders for garden hose for next spring 
delivery at a recent advance in prices. 
Retailers are buying quite freely, al- 
though some are holding off in placing 
orders expecting that prices may pos- 
sibly go lower. 

Grind Stones.—The Cleveland Stone 
Co. has made an advance of approxi- 
mately 10 per cent on grind stones. 
Jobbers quote S-156 Sampson medium 
size stone at $6.75 each. 


Guns and Rifles.—Jobbers have com- 
menced to make shipment of guns and 
rifles for the fall trade on orders re- 
ceived from retailers some time ago. 
Shipments by manufacturers are rather 
slow and it is stated that manufac- 


l5c. per Ib., 
15lec. for 


binder twine at 
and 
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turers have sold their entire output, so 
that the only stocks to be had are in 
the hands of the jobbers. 

Lawn Mowers.—Following the recent 
price advance jobbers are taking orders 
for lawn mowers for spring delivery 
and finding orders quite plentiful. In 
fact, buying is heavier than has been 
expected in view of the present prices. 


advance of 10 per 
on Sands aluminum 


Levels.—A_ price 
cent has been made 
levels. 

Nails and Wire.—The demand for 
nails continues very heavy in spite of 
the falling off in building activity. 
Jobbers far have been unable to 
accumulate any stocks, and the same 
condition is true of retailers. There is 
an unusually heavy demand at present 
for finishing and casing nails for build- 
ing work. Prices are unchanged as 
follows: 

Wire nails, $3.75 to $4.00 per keg: No 
9 annealed wire, 75 per 100 Ib 
coated nails, $4.00 per 100 Ib 

Oil Heating Stoves.—Oil heating 
stoves are moving well for the fall 
trade but few are being shipped yet by 
manufacturers. Prices are unchanged. 

Jobbers quote standard type 
stoves at $5 for japanned 
stoves with nickel-plated trimmings 


Oil Cook Stoves.—The demand for 
oil cook stoves continues active and the 
supply is rather short, particularly in 
the three and four-burner sizes. Prices 
are unchanged. Jobbers quote as fol- 
lows: 


so 


of heating 
and $5.80 for 


2-burner, $13 
4-burner, $21 

Pencil Sharpeners.—A price advance 
of 10 per cent has been made on the 
Boston line of pencil sharpeners. 

Poultry Netting and Wire Cloth.—The 
supply of poultry netting is more plenti- 
ful than for some time and the demand 
is very active. Jobbers are apparently 
getting orders from retailers who were 
unable to secure poultry netting early 
in the season. 


Jobbers quote poultry netting at 40 per 
cent discount for galvanized after weaving 
and wire cloth at $2.50 per ft. for 
black and $3 for galvanized 


eh 3-burner, $17 each 


» Ca 
50 each 


100 sq 


Pump Chain.—The price of galvan- 
ized pump chain has been advanced 70c. 
per 100 lb., and this is now quoted by 
jobbers at $11 per 100 Jb. 

Rope.—The demand for rope is fair 
but not as active as earlier in the sea- 
son. Prices are unchanged. 

Jobbers quote 
27%c. per Ib., 
from stocks 

Rubber Roofing.—Delivery of rubber 
roofing by manufacturers has improved 
and jobbers’ stocks are in good shape. 
The demand is not heavy. Prices are 
unchanged as follows: 
Second grade, light weight, $ 
roll; medium, $2.55 per roll; heavy, 
roll. Best grade, light weight, 
roll; medium, $2.75 per roll: hea 
per roll. Slate surface roofing, 
roll. 

Stoves.—The stove situation does not 
look very promising for the coming sea- 
son. Prices are high and deliveries are 
slow, particularly on gas stoves. Manu- 
facturers are making sales only subject 
to prices prevailing at the time of ship- 


grades of 


from mill, 


best 


rope at 


base ind ?8e 
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ment and when retailers place orders 
there is no certainty as to when they 
will secure deliveries. With the high 
cost of labor and material there seems 
to be no indication of lower prices for a 
long time. 

Steel Goods.—Jobbers are now tak- 
ing orders for forks, rakes, hoes, hay 
forks, etc., at the new prices which are 
very little higher than last year. A 
slight advance has been made on garden 
rakes. 

Shovels.—Orders are being taken for 
shovels for spring delivery without 
price, and retailers are buying fairly 
freely. There is a fair demand for 


TWIN 


MINNE 
Aug. .1; 


APOLIS, 
1920 

USINESS conditions remain about 

on a par with those reported last 
week. The strikes of some few weeks 
ago have apparently run their course, 
and contractors and others have been 
able to find the necessary help. Build- 
ing conditions are improving slightly, 
mostly because various state, country 
and city work is being put through. 
There is, of course, some large con- 
struction work by private individuals 
or corporations in progress. The finan- 
cial stringency has practically put a 
stop to new operations. 

Banks refuse to loan money to auto- 
dealers and garages, conse- 
quently this business has suffered a 
severe setback and their business is 
practically at a standstill as far as 
cales of new cars is concerned. There 
are a number of body builders in this 
territory whose business is building of 
bodies for trucks. This business has 
nearly been cut off entirely as scarcely 
any new trucks are being sold. 

As soon as local crops are 
the banks will no doubt begin making 
necessary loans to this industry, on 
which so much business in this coun- 
try has now become dependent. 

There is no improvement in the ship- 
ments or receipts of goods noticeable. 
In fact, delays by railroads seem to be 
getting worse instead of better. 

While 
done, it 
should be put in shape for a good fall 
trade, and that the dealer with the 
goods is the one that will do the busi- 


ness. 


mobile 


moved 


heavy buying is not being 


is generally agreed that stocks 


Axes.—Sales are light as most of 
fall business has already been booked. 
No price change reported. 

quote from local jobbers’ toc} 

bit. base weigh axe $16.50 per 
double bit. buse weig ax $21.50 
d0z Sager bit 1x 
per doz handled 


$14 per 


We 
doz. 
Hiawatha 
doz 
Accessories. 
very active in all 
lines. The récent splendid weather con- 
ditions in this territory has been 
largely responsible for this, as a great 
deal of country touring has been pos- 


sible. 


Sales re- 
accessories 


Automobile 


main 


early shipment but the supply is scarce. 
shovels at $15 per doz 
$16.50 for the 3rd grade 
Ist grade. 


Jobbers quote 
for the 4th grade: 
and $19 for the 

Scythes and Snaths.—Orders are now 
being taken for scythes and snaths for 
spring delivery and the demand is fair. 

Steel Sheets.—While there has been 
some easing up in the sheet situation, 
jobbers report that deliveries are still 
very slow and they are having difficulty 
in placing orders for delivery earlier 
than about the end of the year. The 
demand is good but jobbers’ stocks are 
very low. Prices are unchanged. 
sheets at &loc. 
sheets at 


io 


Jobbers 


base 


quote black 
galvanized 


per 


and 9loe, 


Ib 


CITIES 


Builders’ Hardware.—Building con- 
ditions show some improvement in this 
territory, consequently business in this 
line remains fairly steady. 

Barbed Wire.—Barbed wire of all 
kinds is practically off the market. No 
jobber in the Twin Cities has even one 
spool in stock. Despite this fact no 
price changes have been made. 

We 
Painted 


vanized, 
$3.98; galvanized, 


Wire Brads.—Stocks of brands are 
badly broken. Practically no small 
sizes being obtainable at any price. 
This is in line with general shortage 
of wire and items made from wire. No 
price changes reported. 


We quote 
per cent to 
lists 


from local 

S0-rod spools, $5 
painted hog, 80-r 
$4.56. 


quote 
cattle, 
$4.28 


jobbers’ stocks: 
3.40: gal- 


spools, 


stocks: 
stand 


local 
cent 


jobbers’ 
off from 


from 
60 70 pe! 
ard 

Bolts.—Shortage in this line remains 
as acute as ever with many sizes unob- 
tainable. Manufacturers report no 
prospects of improvement for several 
months to come. No price change since 
last report. 

Eaves Trough, Conductor Pipe, and 
Elbows.—Despite shortage in this class 
of materia] and heavy demand for same 
there has been no price change. 

We 
aves 
bead 
Ea., 
elbow 


stocks: 
single 


9® 


from local’ jobbers’ 


5-in. lap joint 


quote 
trough. 28-gua., 
$9.50 per 100 ft conductor pipe, 
3-in corrugated, $9 per 100 ft 
3 corrugated, $2.16 per doz. 


a-1n 
Files.—Local stocks are fair con- 
dition, but jobbers report shipments 
very slow. No price change reported. 
We 
Nicholson 
files at 
per cent 


in 


toc] 
Riverside 
files at 50 


quote 

files 

50-10 
from 


from local jobbers’ 
at 45-5 per cent 
per cent: Arcade 
standard lists 

Freezers.—Demand for freezers 
not as heavy as was anticipated by the 
retail trade. Jobbers’ stocks are low. 
No price changes reported. 

We 
White 
2-qt., 


$6.25 


is 


stoc) 
g2 90 


jobbers’ 
each, 1-qt., 
4-qt $4.95 


quote from local 
Mountain freezers 
$3.20; 3-qt.. $4.05; 
$8.10 


H qt 
N-qt., 

Galvanized Ware. — Demand _ con- 
tinues strong, but stocks are in poor 
condition. No price changes have been 
made. 

We from local jobbers’ stocks: 
Standard No. 1, galvanized tubs, $12 per 
doz standard No 2 galvanized tubs, 
$13.50 per doz.; standard No. 3 galvanized 
tubs, $15.75 per doz.; heavy No. 1 galvan 
ized tubs, $20.50 per doz.: heavy No. 2 
galvanized tubs, $22 per doz.; heavy No. 3 


quote 


Hardware Age 


galvanized tubs, $23.50 
10-qt. galvanized pails, $4.20 per doz.: 
standard 12-qt. galvanized pails, $4.60 yx. 
doz, ; standard 14-qt. galvanized pails, $ 
per doz.; stock 16-qt. galvanized ypu 
$7.80 per doz stock 18-qt. galvan 
pails, $9.15 per doz. 

Glass and Putty.—Sales are not so 
large as earlier in the season, but stil] 
remain fairly steady. Stocks are light. 
No price changes reported. 

We 
Single 
double 
per cent 
$5.15 per 


per doz.; standard 


quote from local jobbers’ stoc] 
strength “A” grade glass. 76 
strength “A” grade glass, 7s 
Commercial putty bladd 
cwt 


in 


Hose.—Due to the dry weather dur- 
ing the past two weeks there has been 
quite an improvement in sales in this 
line. There has been a heavy increase 
of sales of*lawn sprinklers of various 
types. Orders are being placed now 
for next season’s requirements of hose 
and prices are from one to two cents 
higher than present market. No price 
changes since last report. 

We quote from local jobbers’ stocks 
Hest grade moulded hose, %-in., at 1714« 
per ft.; %-in., at 18e. per ft.;: medium 
grade moulded, %&-in., 14¢e, per ft.; %%-in., 
lic. per rt; Competition 3-ply hose, %-in., 
l0c. per ft.: %-in., 12c, per ft. 

Nails —There appears to be a slight 
Improvement in the shipment of nails 
from the factory, but jobbers’ stocks are 
still badly broken. In fact, it is prac- 
tically impossible to obtain standard 
sizes. No price change reported. 

We quote 
Standard wire 
coated wire 


from local jobbers’ stocks: 
nails, 1.45 per keg base; 
nails, $5.50 to $6 per keg base 
Paper.—The scarcity in the building 
paper line still continues with no im- 
mediate prospect of betterment. Prices 
quoted by jobbers remain as follows: 
We quote from jobbers’ stocks, f.0.b 
garret’s No. 2 tarred felt, $5.05 per ewt.: 
sarret’s threaded felt, 500-ft. rolls. $2.49 
per roll; Slater's felt, $1.68 per roll: No 
20 red rosin. 97c. per roll; No. 25 red rosin 
$1.20 per roll; No. 30 red rosin, $1.45 per 
roll. 
Rope.—Some of the local jobbers are 
the opinion that there will be an 
advance in rope, but none has developed 
as yet. Stocks are in good condition. 
We quote 
Columbian 
Columbian 


of 


local 
rope 
2 0e, 


from 
manila 
sisal at 


stocks 


jobbers’ 
. Ib. ba 


at 29c 
Ib. base. 

Sandpaper.—There is no improve- 
ment in the shortage of sandpaper. 
Mills are several weeks behind. 

We quote from 
Best grade, No. 1, 
grade, No. 1, per ream, $6.50. 

Sesh Cord.—Sales of cord have 
dropped off considerably in line with 
the general slacking up of building ac- 
tivities. No price changes reported. 

We from 
Solid sash 
Mm: ; grade 

Sash Weights —Because of demand 
for other castings and the high prices 
it is necessary to pay both for scrap 
and pig iron, foundries are very slow 
in filling orders for sash weights. In 
spite of this condition prices show no 
material change. We quote from job 
stocks, $4 per cwt. in regular 


jobbers’ stocks 


$7.20; 


local 
per ream, 


second 


local 
cord 
sash 


quote 
cotton 
cheaper 


jobbers’ stocks 
No. 8. $1.17 per 


cord, 88c. per Ib 


bers’ 
sizes, 
and Windows.—Sales 
No 


Screen Doors 
are slower as the season advances. 
price change reported. 


We quote from local jobbers’ 
Common 2.8 x 6.8 screen doors, $20.10 per 
doz fancy 2.8 x screen doors, $44.2? 


' 
stocks 


§.5 
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pe doz Sherwood adjustable 24-in. win- 
ad screens, $9 per doz.: Wabash exten- 
sic 24-in. window screens, $7.70 per doz 

Screws —Conditions remain practi- 
cally same as last reported. Stocks 


badly broken. No price changes re- 
ported. 





We quote from local jobbers’ stocks 
Flat-head bright screws, 70 per cent 
round-head bright screws, 65 per cent-: flat- 
head japanned screws, 60 per cent; flat- 
} 1 brass screws, 55 per cent; round-he sd 
brass screws, 55 per cent iron machine 
screws, 60 per cent; brass muchine screws, 
{0 per cent 


Solder.—Sales of solder is very slow 
at this time. There has been no fur- 
ther decline in prices, however. 

We quote from local 
rranted half and half per Ib 
Steel Sheets.—There is an extreme 
shortage in steel sheets in practically 
all gauges and sizes. 


jobbers’ 


36 loc 


stocks : 


W 


We quote from local jobbers’ stocks 
Black sheets at $9.50 base, and galvanized 
sheets at $11 





Tin Plate.—-Sales continue very good. 
Shipments from factory very 
Price shows no change. 

We 
Furnace 
roofing 
$18.50 

Washers.—There no change in 
either price or sales in this line and 
mill shipments are on a par with many 
other items. 

We quote 
Wrought steel. 4 in 
steel, 1 in., $9.40 per 

Wheelbarrows.— Manufacturers 
t practically impossible to procure 
sheet steel trays for barrows. There 
is a serious shortage of better grades 
of barrows. No price change reported. 

We 


slow. 


quote from 
coke, ICL, 
tin, IC, 


local jobbers’ 
20 x 28, 319 
20 x, 28, 8-lb 


stocks 


pel 
coating 


box 


is 


from local 


$9 


jobbers’ 
per cwt 
cwt. 


stocks 


wrought 


find 


quote from local jobbers’ stocks: 
Fully bolted wheelbarrows, $56 per doz 
tubular steel wheelbarrows, $9.15 . each; 
garden, wood wheelbarrows, $51 per doz., 


or d¢ eacn. 

Wire Cloth.—Stocks are very badly 
broken, many sizes being entirely off 
the market. Jobbers’ are, of course, 
pleased to clean up stocks as close as 


possible. No price changes. 

We quote from local jobbers’ stocks: 
Black, 12 x 12 mesh, $2.50 ver 100 sq. ft 
galvanized, 12 x 12 mesh, $3 per 100 sq. ft 


Wire.—Stocks of wire are still in bad 
shape, no jobbers having a complete or 
approximately complete stock. 


We quote from jobbers’ stocks, f.o.b. 
Annealed black No. 9, $4.30; annealed gal- 
vanized No. & $5 

Boston Cutlery Market 
Office of HARDWARE AGE, 
Boston, July 31, 1920 


(\UTLERY market conditions appear 
to change but little. The demand 
for new stock, according to the jobbers, 
is spotty. It has been good in Maine 
of late and in sections of other states 
where vacationists make their head- 
quarters during the summer, but in the 
large cities it is inclined to be draggy, 
generally speaking. Prices very 
Strong. 
Schnefel Bros., Newark, N. J., mani- 
cure sets, files and the like, has ad- 
vanced prices and manufacturers of 


are 


similar lines intimate they are likely 
to take such action within the near fu- 
short of the 


ture. Jobbers are still 











better kinds of sci and shears. 
Some of the larger retail dealers, who 
buy direct from the manufacturers, ap- 
parently have enough stock on hand to 
fill all requirements, so going business 
has slowed up a little. Common gossip 
here is that the manufacturers of high 
rade scissors and shears will 


Ssors 


be 





ta 
5 





obliged to advance prices because of in- 
‘reased manufacturiny costs, and that 
the advance will come within a short 
time. Medium-priced scissors and 


shears and the cheaper grades are in 
good supply. One local jobber is of- 
fering round and sharp pointed stock, 
4-in. to 8-in., inclusive, at $2.65; 3%4-in. 
to 9-in. stock, inclusive, at $4; and a 
still better grade of 4-in. to 8-in. stock, 
inclusive, at $5.75. 

Pocket knives are coming forward a 
little better, but jobbers are still ex- 
periencing trouble in securing certain 
numbers with which to supply demands. 
The Allen-Clark Co., Boston, offers a 
| ne of boys’ pocket knives made by the 
American Knife Co., Winsted, Conn., a 
recently organized company, the mem- 
bers of which in former years were con- 
nected with one of the largest Connec- 
ticut manufacturers of cutlery. 











Cleavers.—Family size, $6 per doz.; 
lamb, S-in.. $32; market, S-in., $42; 9-in., 
$45: 10-in., $48 

Butcher Knives.—l}’lain vecch handle, 
5-in., $3.65 per doz 6-in $4; T-in., $4.75; 
S-in., $6 Y-in., $7.50 1O-im., $9; -12-in., 
$12.50; 14-in. $16 Ebony handle, with 
brass rivets, 6-in., $7 per doz.; 7-in., $8.50; 
S-in., $9.50; 10-in., $13.50; 12-in., $17.50 
l4-in., $21 

Kitchen Knives.—Beevch handle, $1.50 
per doz Better grades, in display box 
(assorted), two steel rivets, $2 to $3.50 
Ebony handle (in displav box), riveted, 
$3.50 per box. 

Pocket Knives.—Cocobolo, ebony or stag 
handlé, two-bladed, steel lined, length 
3%, in., $6 per doz.: with chain, $7 
Cocobolo, ebony or stag handle, two blades 
brass lined, bolster and shield, length 
3l,-in., $8 per doz Cocobolo, ebony or 
stug handle, two blades, brass lined, cap, 
bolster and shield, length 354 in., $12 per 
doz 

Putty Knives.—Cheaper kinds, $1.20 per 
doz.:; metal handles, $1.50; cocobolo handle 
bolster (in boxes), $4: cocobolo handle with 
heavy brass rivets, $4.50 

Scraping Knives.—-Ordinary kinds, $1.20 
per doz.; better grades, beech handle, 
3.75; best grades, cocobolo handle and 
bolster, $7.50 

Shoe Knives.—Squars and sharp, all 
lengths, $1.80 per doz Hawk Bill, $2 per 
doz 

Table Knives and Forks. — Landers, 
Frary & Clark, cocobolo handle, no bolster 
first grade, $15.25 per gross: second grade 
$13.20. Cocobolo handle, with bolster, $17 
per gross Cocobolo handle with cap and 
bolster, $79 per gross 

Snips.—Tinners’ No. 12, $1.21 each: No 
19, $1.95: No. 9, $2.13 Dental snips, No. 0, 
$12.50 doz.; No. 1, $13.70. Pocket snips, 
No. 13, $1.12 each. 

Scissors — Standard ladies’, Landers, 
Frary & Clark, 4-in., $11.50 per doz.; 4% 
in., $12; 5-inm., $12.50; 6-in., $14 Heiniseh 
& Wiss, 4-in., $12.20; 5-in., $13.10: 6-in., 
$14.70 Pocket, 4-in., $11.50 per doz.; 4! 
in., $11.95: 5-in., $12.40 Button hole, 4%- 
in., $14.75 per doz Tanicure 3% -in 
$16.35 per doz. Nail, 3%4-in., $16.35 per doz 
Shears. — Lander Frary & Clarl 
japanned straight trimmers, 6-in., $16.50 
per doz 6%-in., $11.25; T-in., $11.75: 7} 
in $12.50: S-in., $13; 9-in., $16.20 10-in 
$20 Nickeled straight trimmers 6-in 
$12.50; 6%-in., $13.25: 7T-in., 75; TY%-in 
$14.50; in., $15; 9-in., $18 in $22 
Bankers’ shears, japanned, $24.75 
Barber shears, japanned in.. $12.50 
pickled, S8-in., $15.50 French pattern, 
&-in $15.50 Heinisch & Wiss, japanned 
straight. 6-in., $11 per doz.: 6%4-in., $11.75 
7-in $12.40; 7%-in., $13.10; 8-in., $13.80 
9-in., $17.25; 10-in., $21.25 Nickel-plated, 
6-in $2.90 per doz.; 6%-in., $13.90; 7-in 











$14.85: 71s-in., $15.50; 8-in., $16.30; 9-1n 
$20.50 Barb hears French patter? 
Hle-in., $17.2 per doz Tle- 
in., . $19.50 S-in $2 hangers’ 
shears, 1l2-in., $26 per 2.90. 
Clippers.—Flexible No. 1 
$14: No $15 r cent 
Hair clipper $1.25 
Safety Razors.—<illet $5 
to o.00 traveling sets “SS 2 
per er | ti egular 
‘ $5 2 Gem, 
$1 sets S40 in d than 
I ots eve 10 n 
n s, and $Y a Zz ots 
andard ts $1 ind vanity 
ets, $1; fan ip to $14 cent 
discount 
Safety Razor Blades.—Gem than 
Zross lots, 3. per set; in one gross lots, 
334 pe set n three gro lots an per 
et hve Ready, in less than gross lots, 
j3c. per set 1 three gross lot sle. per 
set Iivery Ready, ir s than ross lots, 
24c. per set Six gross yt ) ) 27 
per set 


Boston Paint Market 
Hal 


soston, 


Office of 


tDWARI AGE, 
Aug. 7. 1929 


( YONDITIONS in the local paint mar- 

4 ket are much the same as in others. 
Distributors find it difficult to main- 
tain anything like a full line of goods 


owing to transportation. First they 
are out of this and then that thing. 


Broadly speaking, however, the large 
paint concerns are fairly well caught 
up on back orders for mixed 
The demand, which earlier in the 
month showed signs of slowing up, 
apparently has taken on a new lease 
of life. Prices hold very firm. Speak- 
ing of the future, one of the best au- 
thorities says he does not expect any 
material lowering of mixed paint prices 
this season, but is reasonably sure there 
will be next spring. He bases his be- 
lief on the fact that a readjustment of 
markets for things that enter promi- 
nently into the manufacture of mixed 
paints is passing or will pass through 


paints. 


this readjustment period and_ that 
transportation conditions will be im- 
proved in time to allow for a freer 
movement of merchaadise. 
Brushes.—Manufacturers of paint 
brushes are sold well ahead notwith- 


standing the recent advance in prices 
They are experiencing serious difficulty 
in securing raw materials and some of 
the largest of them anticipate a short- 
age of goods next season. 


Dry Colors. to local in- 


terests 


According 
there are strong indications of 
a general advance of 25 to 35 per cent 
in dry colors within the immediate fu 
ture, due to the scarcity of them, and 
a continued brisk demand. Whiting is 
especially scarce, notwithstanding im- 
ported stock is arriving from time to 


time. The trouble is that there was 
such a hole left in the whiting market 
during the past six months or so it will 


take a long time to fill it up. 
Price n | than barrel lot 
ber tocks, p rep dl g 
Dut inchanwed follow (fleure I 
cent ) 
Whiting A Sienna 18 
Gilders ; Metal brown 
Dry zin 1h Yellow ochre 
Lamp black bulk..18 Venetian red 
Lamp black, pkges.24 Ultramarine blue.? 
Umber 10-12 P. green, pkgs 1s 
Glue.—The demand for all kinds of 


glue holds strong and stocks are more 
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or less uneven all the time. That is, 
some distributing houses will run out 
of certain kinds and then are obliged 
to wait several days for fresh supplies. 
Local jobbers’ prices follow: 

Glue, ground, 22c. per Ib.; plate, 
per lb; clear bonnet, 37c. per Ib. 

Lead.—The lead market, which ear- 
lier in the season was draggy, has de- 
veloped activity and what little accu- 
mulation appeared in spots has been 
cleaned up. In fact, some of the larg- 
est local paint houses have been short 
of lead owing to delayed shipments 
from the manufacturers. In one in- 
stance, a shipment of lead from Chi- 
cago to Boston was in transit just 
about four weeks. The American 
Smelting & Refining Co. has advanced 
its price on pig lead from 8c. to 8%4c. 
per lb., and a noticeable strengthening 
on local paint lead ideas is noticeable. 


12%, 25 


30c. 


lobbing quotations on lead, in 


ind 50 and 100-lb. kegs, hollow (figures in 
cents) 

1214 lb 25-50 1b. 100 1b. 
White OM seseeses 16 15% 151% 
White, dry ...... 16 15% 15% 
Red, oil ....... 16% 161, 16 
OG, GE. sssassaveoe 16 15% 15% 


Oils, Ete.—Linseed oil is 5c. per gal- 





lon ¢heaper, being quoted at $1.61 in 
barrel lots, at $1.71 in 10-gal. lots, at 
$1.76 in 5-gal. lots, at $1.81 in one-gal. 
lots, on freer offerings 
the 
flaxseed crop of Minnesota, 
kotas, 


occasioned by 
announcement that the estimated 
the Da- 
and Montana range from 15,- 














000,000 to 20,000,000 bushels. Turpen- 
tine, on the other hand, is about 7c. per 
gallon higher, being quoted at $1.75 in 
barrel lots, at $1.86 in 10-gal. lots, at 
$1.91 in 5-gal. lots, and at $1.96 in one- 
gal. lots. Neatsfoot oil is 10c. per gal- 
lon and lard oil 25c. per gallon cheaper, 
while cylinder oil has advanced 10c. 


Local jobbers’ prices on oils, ete., per 
gallon, follow: 

Oils: Alcohols, etce.: 
Castor .........$2.30 Denatured $1.11 
CURES .cicasa OS Weed .scees nominal 
Lard .. 1.75 Gasoline .37-.40 
Linseed . 1.81 Benzine ..... .37-.40 
Neatsfoot 1.75 Turpentine 1.96 


New Tack Company 
Formed 


1 ied ENGLAND has a new tack 
manufacturing company — the 
United States Tack Co., New Bedford, 
Mass., recently organized under the 
laws of Massachusetts by E. A. Oakes, 
M. J. Leahy, D. F. Mahoney and P. V. 
Murphy. The company’s plant at 140- 
144 Court Street is a modern fireproof 
building. 

It is equipped with new machinery 
of the most modern type, and has a 
capacity of several tons per day. Elec- 
tric power for driving the machinery is 
obtained from the New Bedford Gas & 
Edison Light Co., which insures con- 
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stant service. The company has placed 
a large contract for tack plate with a 
steel mill and regular shipments are 
being made. 

The personnel of the company is 
made up of men by no means new to 
the tack business, all of the officers of 
the eorporation previously holding 
executive positions with one of the larg- 
est tack manufacturers in the country. 
E. A. Oakes, president and general 
manager of the new enterprise, for 
nearly five years was works. manager 
of this large tack manufacturing plant, 
and Mr. Mahoney, vice-president, was 
in charge of the tack and nail depart- 
ment of the same concern for eight 
years. 

Mr. Murphy, clerk and treasurer, also 
was actively connected with the same 
company in the capacity of employment 
manager. Mr. Leahy, a member of the 
board ‘of directors, is a member and 
manager of one of the largest depart- 
ment stores in southern Massachusetts, 
and also operates large stores in other 
cities. He is interested in other lines 
of business as well and is vice-president 
of a New Bedford bank. 

At a regular meeting of the Board 
of Directors of the Sterling Tire Corp., 
Rutherford, N. J., quarterly dividends 
were declared to holders of outstand- 
ing preferred and common stock of the 
corporation. 
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CINCINNATI HARDWARE 
MEN’S OUTING 


: koe annual outing of the Cincin- 
nati Hardware Guild was this year 
combined with that of the Hardware 
Club, and on Thursday, July 29, the 
members of both organizations, with 
their families, journeyed to the camp of 
the North Cincinnati Gym at Bass Isl- 
and, on the Little Miami, where a day 
of real ‘enjoyment was spent. About 
500 people were present on the grounds 
and thoroughly enjoyed the sports and 
amusements provided by the committee 
in charge. Cards, sports for men, 
women and children, quoits, swimming 
and paddling were indulged in by all, 
with the feature event a baseball game 
between teams representing the jobbers 
and retailers. This was a very close 
game, the score being tied at the end of 
every inning until the seventh, when the 
jobbers managed to annex an extra 
tally, giving them the victory by a score 
of 11 to 10. It then being time for 
evening dinner, Judge Gusweiler, who 
umpired, called the game on account of 
inactivity. Jim Potter started the game 
in the box for the jobbers, but was wild, 
and was succeeded in the fifth by Fred 
Guckenberger, who pitched a whale of 
a game, allowing only one run. An un- 
known, claimed by the jobbers to be a 
“ringer,” was on the mound for the re- 
tailers, but his support in the pinches 
was poor, which no doubt lost the game 
for him. At any rate, the retailers will 
have to put up with the gibes of the 
jobbers for another year. Preparations 
are now being made by Charley Lam- 
mers to have a real team in the field for 
next year’s fracas, and the jobbers will 
have to get busy if they are to retain 
their hard-won honors. 


A Detailed Summary 


Some of the high spots of the outing, 
for the benefit of those who were un- 
able to be in attendance, are set down 
in the following paragraphs: 

M. A. Griffith, the oldest hardware 
man in the State of Ohio, entering into 
the spirit of the occasion and enjoying 
himself with the “boys.” 

Joe Bevis, the silver-tongued warbler 
of Harrison, Ohio, practising some 
“close harmony” with a number of 
cronies. 

“Chi-Namel” Brown, the renowned 
troubadour, was there with his ukulele 
or something. Couldn’t keep this song 
bird quiet. 

Fred Guckenberger walking around 
the park, unmolested, with all the 
money in the Fourth Federal Reserve 
District under his arm. 

Henry Jansen, “from Kentucky,” was 
much in evidence in the prize waltz. 

Revival of the dead languages, 
“What’ll you have?” “Make mine a 
cigar,” “This is on me,” “Have another,” 
ete., and so on, ad lib. 

“Charley” Kobmann, behind the re- 
freshment counter, worked on high, all 
six of his hands busy at the same time 
dishing out good stuff. 

“Ferd” Doepke wore green glasses 
an ’nevrything, explaining to a lady 


’ 


that everything was “absotively free’ 
to every one. 

A group of men gathered about a 
table from which strange conversation 
emanated, such as “What you got?” 
“That’s good,” “Read ’em and weep.” 
Can’t imagine what was going on 
there. 

Charlie Lammers, Ed. Hoffeld, Bill 
Stechow and Charlie Pfau _ pitched 
quoits. “Jim” Carson of Dayton was 
an interested spectator until Ed. un- 
corked a wild pitch. Ed. must have 
been shooting squirrels. 

President Gwaltney did the honors on 
a soap box. 

Fred 
prizes to 
busy day. 

Official Announcer Nast was there 
with his “Come on,” “Come right over.” 
Wonder where Nast found his voice 
after the picnic? 

“Al” Becker, after a hard day, swam 
in the river. 

Boy, page Mack Sennett. 
ing beauties were there in 


out the 
Fred’s 


Wankelman handed 
the kiddies. It was 


The bath- 


force, 


TRADE NOTES 

Zora Beckett and Alex. Johnson, who 
have been interested in the Oxford 
Hardware Co., Oxford, Ohio, for sev- 
eral years, have disposed of their hold- 
ings. A reorganization of the company 
has been effected, with S. E. Frye as 
president and Harry W. Boyel as gen- 
eral manager. 

The Queen City 
nati, Ohio, has been 
going concern by the Ault & Wiborg 
Co., which it is reported will make ex- 
tensive alterations and additions to the 
property. 


Varnish Co., Cincin- 
purchased as a 


J. O. Bottom has purchased his part- 
ner’s interests in the Linwood Roofing 
Co., Eastern Avenue, Cincinnati, and 
now is the sole porprietor of the plant. 
Mr. Bottom has been identified with the 
sheet metal business in Cincinnati for 
the past 18 years. 


The annual convention of the sales- 
men of the Monitor Stove Co. was held 
at the head office in Cincinnati during 
the week of Aug. 2. More than 150 
attended. Prominent speakers from 
different parts of the country addressed 
the salesmen. The week wound up with 
a big outing of all the employees of 
the company at the the new 
plant on Saturday, at which it was esti- 
mated over 2500 were present. 

Harry A. Barrett, treasurer of the 
Consolidated Lock Co., and vice-presi- 
dent of the Hammond Heating Co., Cin- 
cinnati, died at his home in that city 
recently. Mr. Barrett was 66 years old 
and leaves two daughters. 


site of 


Louis F. Trafton, Springvale, Me., is 
constructing a wooden toy factory, 
three stories, 56 x 84 ft. A second 
building also is being erected for stor- 
age purposes. About. $35,000 worth of 
machinery will be necessary to equip 
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the factory. Fifty will be 


ployed at the start. 


The Reed & Prince Mfg. Co., Worces- 
ter, Mass., wood screws, etc., has 
indefinitely postponed its contemplated 
four-story, 200 x 200 ft. administration 
building. 


men em- 


bolts 


The Hamlin & Russell Mfg. Co., 


Worcester, Mass., wire goods, has desig- 
36 Murray Street, 


nated J. A. Boughan, 
New York, as its representative 
J. F. Hillman, 347 
New York, has been made New Ye 
representative of Bateman 
Worcester, Mass., farm 


Madison Aven 


State 
Co.’s, Ine., 
plements. 

The Billings & Sper 
Conn., anvils, 
its capitalization 


+ 


lor expansion, etc 


The H. M. Elisworth Co., Bridgeport, 
Conn., has incorporated to deal in hard 
ware. The company is capitalized for 
$10,000, divided into 200 shares having 
a par value of $500 each. The incor- 
porators are: H. M. Ellsworth, 150 
Elliott Street, Stratford, Conn.; F. D. 
3ecker, Bridgeport, and C, W. 
ley, Fairfield. 


er Co., Hartf 
awis, etc i 


$750,000 


seards- 


The New Haven Hardware Specialty 
Co., New Haven, Conn., has increased 
its capitalization from $20,000 to $100,- 
000, or from 200 to 1000 shares, par 
$100. 

The Altorfer Brothers Co., Peoria, 
Ill., has opened a branch office in the 
Bush Terminal Building, New York. 
The office is in charge of Walter L. 
Williams as manager, and associated 
with him are Harry A. Bell and W. L 
Patterson. This company is the maker 


he ABC 


Ironing macnines. 


Buying Merchandise 


(Continued from page 85) 


stock. He should be misled by 
the clamor for lower prices into 
lieving that any line is unsalable or 
account of the price if 
actually keeping up. Any gain to be 
derived from bargain ‘prices will be 
negligible, compared to the advan- 
tage of keeping an adequate supply 
of salable items and no over-suppl 
of the lines on which the sale is fall- 
ing off. This shouid watched 
very carefully by merchants. 

Sales must be judged by current 
conditions, not past experience. It 
does not take long for the situation 
to change when all the retailers in a 
community suddenly find themselves 
with an overstock. With money 
tightening up more and more, as 
will through the fall, the average 
merchant can find a gold mine in 
getting rid of the odds and ends and 
slow-selling items in which a lot of 
his capital is tied up. 

We believe that the best policy for 


not 


pe- 


sales are 


be 
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the next six months is to be cautious 
but alert; to keep one eye on the de- 
mand and the other on the supply; 
to realize that to serve our customers 
we must keep an adequate supply of 
the standard essential items, but that 
to save ourselves we must check any 
tendency toward buying more than 
we can sell, and that to pursue this 
policy correctly we must study each 
line separately, according to both the 
demand and the supply. 


Looking Both Ways 


As time goes on it will be neces- 
sary for the hardware man to keep 
his eyes open both ways. If the de- 
mand falls off, to guard against any 
overstock; if the demand keeps up 
and the shortage continues or grows 
even worse, to be vigilant to obtain 
an adequate supply in time. The 
cautious, conservative hardware man 
will not allow his business to suffer 
either by getting into a financial po- 
sition through overstocking, where 
he cannot take care of his obliga- 
tions, or through failing to keep up 
an adequate supply of salable items 
for his customers. —From August 
Issue, Philadelphia Made Hardware. 


Holding Clearance Sales 
(Continued from page 86) 


of the prominent items that are be- 
ing offered in the sale. We _ also 
make it a point to see that each ar- 
ticle in the window display has a 
card showing the regular or usual 
selling price, and above it the re- 
duced price at which we are offer- 
ing the article during the period of 
the special sale. The special sale 
price is printed on the card the 
larger of the two, so that it stands 
out and attracts attention distinctly 
as the special price. We also run a 
good-sized ad in the newspapers in 
connection with our Mid-Summer 
Sale. We have customers come in 
from way out in the country to take 
advantage of the sale, and who men- 
tion the fact that the thing that 
brought them into Springfield was 
our newspaper ad. 

Naturally we give these customers 
every consideration possible, and 
have usually been successful in the 
past, by making many of them 
staunch and steady customers. These 
kind of customers, too, can usually 
be sold many articles which are not 
included in the special sale. They 
come sometimes a long distance, and 
if they see anything that they need 
or that particularly strikes their 
fancy, they are very often the kind 
of people that need very little selling 


talk to win them over to a highly 
profitable sale. 
Displaying the Bargains 

During the time of our mid- 
summer sale each article in our 
housefurnishing department that is 
included in the list of articles that 
are being offered at reduced prices 
are pushed to the front and especial- 
ly well displayed. But I do not mean 
by this that our regular line of 
houseware merchandise is in the 
least neglected or allowed to stay in 
the background. The articles that 
we are offering in the special sale 
are not specially marked as articles 
that are being sold at reduced prices. 

In our Housefurnishing Depart- 
ment we place a large sign which 
reads: ‘Advertised Merchandise 
Will Be Located in All Parts of Our 
Department.” ' By doing this cus- 
tomers generally see other merchan- 
dise that they want. We have found 
that it increases our sales in other 
goods to a very large extent. 

During the special sale we place 
canning and preserving specialties 
prominently to the front. Women 
will come into the store simply to 
pick up a few things here and there 
that we are offering at reduced 
prices. But when she gets into the 
Housefurnishing Department she 
will invariably see something that 
she will remember that she needs, or 
that she had wanted to get for some 
time, and very often she will buy 
more than she had intended. But 
we have never had a customer leave 
the store dissatisfied or disappointed. 
Every customer gets full value for 
his or her money, and besides that 
we have always made it a particular 
point to emphasize upon our sales 
force the importance and value of 
courtesy, patience and genuine serv- 
ice. 

The Szlesman’s Opportunity 

The power and influence of sug- 
gestion plays a large part in sales 
of this kind. Once a person enters 
a store with the apparent inclination 
to buy something, a salesman worthy 
of the name should find it a com- 
paratively easy matter to suggest 
things that the customer would be 
likely to purchase. The customer 
will generally give the cue. She will 
say that she is looking for pans or 
preserving jars or some other ar- 
ticle. All the salesman has to do 
then is to lead his customer to the 
articles she has in mind, and then 
influence her purchase discriminate- 
ly with reasonable suggestions. If 
it happens to be one that is “just 
looking around” he has the oppor- 
tunity of showing her articles that 
she may have entirely overlooked. 


Hardware Age 


The value of these mid-summer 
sales is that they get customers into 
the store, which is usually the hard- 
est part about the whole business of 
salesmanship. Once the universal 
indifference has been overcome 
among a fair proportion of the buy-_ 
ing public, it is a simple and profit- 
able matter for a hardware dealer to 
dispose of his goods at a good profit, 
because he has such a manifold va- 
riety of useful and tempting articles 
to sell. 


Conditions in Automotive 


Industry 
(Continued from page 91) 
in the world’s history, surely repre- 
sents a formidable entrenchment, 
which, if properly supported, will 
help the whole nation withstand the 
force of almost any economic shock. 
And contrarywise, whatever at- 
tempts to interfere with such an in- 
dustry, seriously tampers with the 
delicate balance of business econom- 
ics as a whole. 
The Acid Test of Management 

“The fact that certain individual 
businesses are already somewhat 
shaken, is in most cases a reflection 
not on the soundness of business as 
a whole, but rather an indication 
only of the unsoundness of certain 
business management. Every de- 
pression brings its acid test which 
carefully refines and relentlessly ex- 
poses those inherent weaknesses 
which in normal times might be 
taken for strength. And in a final 
analysis, the buying public presides 
as chief chemist. 

“We are in a situation to-day 
which comes almost logically after a 
great orgy of spending. In a large 
sense we are experiencing the feel- 
ings of ‘the morning after.’ The 
consumer, for the time being, has 
put on the brakes. But he is by no 
means going to stop, and just as 
soon as he readjusts himself he is 
going to assume a firmer stride than 
ever. Because he still has gaping 
wants and needs which production 
has not begun to fill. 

“Let us not for a 
sight of this latter fact, 
That production, excepting in a very 
few commodities, is far in arrears 
of the wants of the consumer. Here- 
in lies the fundamental ground work 
for supreme confidence. It should 
sound the keynote for the higher 
optimism. It is a solid foundation 
upon which everybody can safely 
stand and truthfully assure himself 
that American business has in store 
a sound and promising future.” 
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in BUSINESS 


ROWDED city streets, gigantic industrial plants, pro- 
ductive farmlands, railroads, mines—the energy of busy 
America is represented and directed with quick dispatch in 
our staunch towering office buildings. Within the four walls 
of these structures hundreds of distinctly different endeavors 
are conducted without conflict—behind closed doors. 
And Hinges make doors possible! 
The use of hinges outdates history. Since that first crude 


hinge was conceived centuries ago their use has increased with 
world-wide progress. Now everyone uses hinges everywhere. 


The McKinney Manufacturing Snags ay: realized the im- 
portance of hinges fifty years ago when its business was 
started. Today McKinney Hinges and Butt s are the stand- 
ards in their field. 

When planning for building or repairs be careful in your 
selection of hinges. Look for that name McKinney. It 
guarantees years of uninterrupted’ hinge service—lifetime 
usefulness rendered’without a squeak. 

You can get McKinney Hinges and Butts to match any 
architectural design. Whether they be for heavy cathedral 
portal, simple garden gate or small box lid, they combine 
artistic taste with practical busy-day service. There isa size 
to fill every hinge need perfectly. 

You won't have to travel far to find a hardware dealer 
who is proud he carries the McKinney line. And you'll 
. always find him a good man to deal with. 

Remember that name McKinney. See that it appears on the 
hinges or butts you buy. McKinney Service is worth while! 


McKINNEY MANUFACTURING baa ANY, Pit —_ 
Western Office, Chicago xport Representation 


McKINNEY 


Hinges and Butts 


foor-hard ware, «har 4 2 MA oO Maw Tru 
These McKinney One-Man Tracks elimina rah ‘ and cu 








Here’s a photograph of the eighth national 
advertisement which will visit 3,000,000 
hinge and hardware users and buyers. It 
will make the trip in the August 5th issue 
of The Saturday Evening Post. 


McKINNEY MANUFACTURING COMPAN\, 
Western Office, State-] 
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Hinge advertising 1s 
Hardware advertising 


HE brilliant playing of one ball star 1s 
shared by the team. 


The success of 
your salesmen is your success. “The expan- 
sion of a single manufacturer is an advance 


of that industry. 


McKinney Manufacturing Company 
realizes full well that the relation between 
i manufacturer and his dealers is no excep- 
tion to this rule. This hinge manufacturer 
ofa good fifty years standing not only 


thought but acted. 


A national advertising Campaign was 
At the crack of the pistol it 
It talks hinges to 
Every 


planned. 
started cross country. 
over three million persons a month. 
lap, it is gaining more appreciation of 
hinges, more regard for hardware —and 


more sales. 


You'll profit with the winner if you'll 
root a little. 


McKinney will furnish you with the 
“banners and pennants” which will help 
you to share in the cup of victory, if you're 
in the hardware business to win. 

PTL TSBURGH 


sake Blde., Chicago 


Kxport Representation 


Alio manufacturers of McKinney 


hardware, furniture hardwar 


arage and farm building door 


4 McKinney Ovue-Mian Truck 


MCKINNEY 


Hinges and Butts 








Products Being 


New Electric Milking Machine 
Moto-Milker, a 


mounted 


The small electric 
milking wheels, 
has recently been placed on the market 
by the Sharples Separator Co., West 


macnine, on 


Chester, Pa. 

This machine is portable and may 
be moved from cow to cow and from 
shed to shed. It requires no pipe 
lines or installation, but is ready for 
use when unpacked. 

This new electric milker* has an 
electric motor that drives a slow mov- 


ing piston, which makes suction on 
the back stroke and compressed air 
on the forward stroke. This piston 
gives the slow pulsation that is said 


to milk the cow very comfortably. Rub- 
ber tubes connect the pump to the milk 

















Sharples Portable Electric Milker 
pail and teat cups. No gas engine is 
necessary and many of the parts need- 
ed on the pipe-line models are elimi- 
nated. There are no pulsators, no 
guages, no tanks, no belts, no stall 
cocks, no springs, and no high speed 
pump. It is said that the power cost 
figures about 2 cents per day, and that 


any % k. w. farm lighting plant will 
run the milker. 
Two cows are milked at one time, 


and the maker estimates that one man 
can milk about 18 to 20 cows per hour. 

The manufacturer claims that this 
new milker supplies the most comfor- 
table (to the cow) method of milking, 


Placed on the Market by Hardware Manufacturers 


Getting ready for the fall busi- 
ness means buying new stock. 
Every week on this page appear 
new goods that are well worth 
investigating and which may be 
just what your customers want 


as the action of this machine is said to 
be almost calf-like. 

Complete information may be 
tained from the manufacturer. 


ob- 


Coleman Mantle Protector 


Users of Coleman Lamps wil! wel- 
new mantle protector which 
has recently been put on the market by 
the Coleman Lamp Company, Wichita, 
Kan. 

It is said that considerab:e lamp 
trouble is caused, in the summer 
months by bugs flying into and destroy- 
ing the mantles. To protect the man- 
tles from such destruction the Coleman 
Lamp Company offer a new type of 
Sug screen for its “Quick-Lite” gaso- 
line lamps. See the illustration. 

The made of asbestos- 
coated wire, is smaller than the glass 


come a 


screen is 








Coleman Mantle Protector 


shade into which it fits inversely. It 
centers to a band which encircles the 
fibre handle of the lamp and is held in 









place by a set screw. To light the 
lamp the screw is loosened and _ the 
screen is lowered. The screen is said 


to harmonize with the design and finish 
of the lamp. The wire is white and 
the metal parts nickel plated and 
highly polished. 


New Pump for Torches 

On all torches, furnaces and braziers 
made by the Otto Bernz Co., Newark, 
N. J., the new “Neverleak” pump will 
be iustalled. The patented pump _ is 
also made by this company at the same 
plant. 

The new pump is said 
improvement on the old 
construction permits the 


to be a great 
style, for the 
plunger to be 

















Neverleak Pump for Torches 


screwed down and out of the way, 
which will prevent it from becoming 
bent or broken. The needle shown at 


the bottom of the cylinder acts as a 
double check, for should the internal 
check (at the end of the extension) be- 
come out of order through the use of 
inferior fuel or otherwise, the torch, 
furnace or brazier may still be used by 
screwing down the plunger of the 
pump. As will also be noted, the top 
of the cylinder is flared, enabling the 
user to insert the plunger without in 
juring the washer. 


Reading matter continued on page 116 
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Familiar Doors Equipped with 
Richards-Wilcox Door Hangers 


If you passed through the 


U. S. Concentration Camp at 


Brest, France, during the great 
war you may remember the 
long piers with enclosed ware- 
houses, built by Uncle Sam’s 
engineers, for loading and un 


loading troops, materials and 


supplies. One of these is 


2 ~ 
ieee. 
shown in the picture. Pier 7 and 8 Brest, France 
1 
1 
s 
ty 
ll 
s 
e 
t 
e 
e 
Every length bears the R-W Trade Mark. None genuine without it. 
The pier is 500 feet long. The doors on both sides of the 
warehouse along its full length operate on R-W No. 121 
warehouse door hangers running in R-W +No. 33 trolley 
track. The doorway openings are & wide. The door 
hanger material installed thereon is part of the thousands 
of door hangers furnished by Richards-Wileox to help win 
the war, along with quantities of other Richards-Woelcox 
hardware equipment such as Door-Checks, Wagon Jacks, 
Grindstones, “Over-Way” Conveying Equipment and 
kindred hardware. 
For particular information about Richards-Wilcox Door 
Hangers, Grindstones, ‘‘QveR-Way’’ Conveying Equip- 
ment and other hardware, write 
y, 
‘ : Richards-Wilcox M 
‘ ichards-Wilcox Mf¢ 
a A Hanger for any Door that Slides 
.! iis AURORA. ILLINOIS,U.S.A. JONx 
: PuILADALENEA —— =LONDON.ONT. ———— ane puanasaee 
of 
h, 
ry 
ne 
»p 

















Universal Jointed Valve Grinder 


The Hudson universal jointed valve 
product of the Hudson 
1932 Arch St., 


grinder is a 
Motor Specialties Co., 
Philadelphia, Pa. 

As the name would indicate the 
grinder is fitted with a universal joint 
that the doing the 
grinding to work with the stem or han 
dle “off center” and still grind the 
valve into a perfect seat. The action 
required is like twirling a stick between 
the palms. It is claimed by the manu- 
facturer that this new tool allows the 
car owner to do his own grinding, or 
that a shop boy in the garage may be 
as successful as the experienced me- 
chanic working with the old style 
grinder. The universal joint at the 
working end is pointed out as the fac- 
tor making the grinder easy to use, for 
it may be readily appreciated that the 
difficulty of getting the handle at al 
most a perfect right angle is not neces- 
sary. The worker must merely hold the 
grinder at a comfortable angle, reason- 
ably straight, and get to work. 


permits person 














Hudson Valve Grinder 


Buettner Graphite Cup 


Charles H. Buettner Co., 1924 
Eighth Street, Cincinnati, Ohio, 


The 
West 


is making an auto cup that is claimed 
to feed the correct amount of graphite 
to cylinders of any internal combustion 
engine, through installation to the in- 
take manifold, mixing with the gas as 
it enters the cylinders. 

When once adjusted to the require- 


Nese 


Fe nen ete 





Buettner Graphite Cup 


ments of the engine no further atten- 
tion is necessary except to fill the cup 


with graphite when empty. It is esti- 
mated that one filling will last about 


1000 miles on the average four-cylinder 
auto engine, multi-cylinder motors in 
proportion. Being an aluminum trimmed 
vlass body, the feeding is at all times 


in full view. 
It is said that this device will cause 
the motor to run much more quietly 


and smoothly as the walls and pistons 
become smooth as glass and all leak 
age is closed out. This results in a 
noticeable saving of gas and oil. Better 
fit, no sticking of exhaust 
valves, absence of carbon deposits, 
clean spark plugs and less smoke in 
the exhaust are claimed for the 
Zuettner auto cup. With these im 
provements greater power range would 


piston 


also 


quickly be noticed. 

A cireular describing in detail the 
method of installation and adjustment 
may be obtained from the company. 
Suettner graphite is recommended for 
use with this cup, but any good purely 
ground flake motor graphite could be 


used. The importance of proper feeding 
of graphite makes this cup a valuable 
adjunct to any automobile. 


Exhaust Deflector for Fords 


The Hudson exhaust deflector for use 
on I*ord cars is made by the Hudson 
Motcr Specialties Co., 1932 Arch St., 
Philadelphia, Pa., and is designed to 
save the svare tire from deterioration 
that would be caused from the scot 


‘coming from the muffler. 


As the picture shows, the deflector is 
built to fit over the outlet of the muffler 
‘ausing the exhaust to deflect to the 
ground instead of spreading around the 
under structure and flying straight 
back This device is said to keep the 
under part of the car clean from soot. 
The spare tire hung on the back is 
protected, and in the case of a spare 
with.a wire wheel the spokes are saved 
from a soiling that could not be washed 
or in any way removed. 

The model shown is for 
the oval outlet of the exhaust at the 
bottom. Another style is made for the 
exhaust with the mouth at the side in- 
stead of at the bottom. 


Fords with 

















Hudson Exhaust Deflector 
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This Valve-~ 


Took the Back Ache 
Out of Tire Pumping ) i 
and Sold 2,500,000 S¥ —— 


air 
the valve, not around 
the Washer. The draw 
ng shows the piston 
n the up stroke To 
relieve the suction be 
low the piston the air 


irapossible 

mpression begins the 

nstant the piston 
starts down 


Rose Tire Pumps 


There is one big reason why Rose Tire Pumps lead the 
field—the Rose Patent Valve. Air does not go around 
the washer in a Rose Pump but through the valve. There 
is no leakage of air on the down stroke and no suction 
on the up stroke. In fact the saving of labor is so great 
that it is immediately noticeable. Every bit of work 
you put in counts for something. 


You know how exasperating it is to use a pump that 
leaks twice as much air on every stroke as it puts into 
the tire. So does your customer. You do both him and 
yourself a favor when you sell him a Rose Pump. Show 
itto him. Let him try it out. The smooth, easy, efficient 
stroke that the patent valve gives will make vou a sale 
on the spot. 


Every Dealer Knows 


tat ore tes ee ona - 


what the Rose Pump will do. And our extensive advet 
tising campaigns have convinced their customers. Now 
it is up to the dealer to get together with the consumer 
No pump on the market sells as quickly on its own 
merits. There are over 2,500,000 Rose Tire Pumps in 


yer te 


use today That speaks pretty well for the attitude of 
both dealer and consumer 


Frank Rose Mfg. Co., 


Hastings, Neb. 




















Notes of the Retail Hardware Trade 


ARDMORE, OKLA.—The Herd-Bailey 
Company has bought a hardware stock, 
consisting of a line of automobile ac- 
cessories, belting and packing, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, churns, cream separators, 
crockery and glass, cutlery, dairy sup- 
plies, dog collars, dynamite, fishing 
tackle, galvanized and tin sheets, gaso- 
line engines, hammocks and tents, har- 
ness, heating stoves, heavy farm im- 
plements, heavy hardware, home bar- 
bers’ supplies, kitchen cabinets, kitchen 
housefurnishings, lubricating oils, me- 
chanics’ tools, plumbing department, 
poultry supplies, pumps, ranges and 
cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, tin 
shop, wagons, buggies and washing 
machines. Catalogs requested on a 
general line of hardware. 

WALTERS, OKLA. — The Minteer- 
Brown Hardware Company has estab- 
lished itself in business here, and re- 
quests catalogs on a general line of 
hardware. 

REEDLY, 
purchasers of 
J. C. Brown. 

HARTFORD, CONN.—H. N. Robinson 
has retired from the firm of The Tracy, 
Robinson & Williams Co. W. D. Will- 
iams and C, E. Martin have purchased 
his interest, and will continue the busi- 
ness as heretofore. F. W. Norris, who 
has been senior clerk for several years, 
has been admitted to the firm. The 
business was established in 1830. 

AUBURN, ILL.—J. E. Dixon, doing 
both a wholesale and retail business in 
electrical supplies, requests catalogs. 

3AXTER SPRINGS, KAN.—The Mur- 
dock Hardware Company will build a 
new factory building. 

HAZARD, Ky.—The Hazard Hardware 
Co., wholesaler and retailer, has in- 
creased its capital stock from $30,000 
to $50,000, and requests catalogs on 
baseball goods, belting and _ packing, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
crockery and glass, cutlery, dog collars, 
dynamite, electrical household special- 
ties, fishing tackle, furnaces, furniture 
department, galvanized ard tin sheets, 
hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy 
hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, lubricating 
oils, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, 
ranges and cook stoves, refrigerators, 
shelf hardware, ° silverware, sporting 
goods and washing machines. 

SOUTHBRIGE, Mass.—The G. C. Win- 
ter Co. has been incorporated with a 
capital stock of $100,000 to do both a 
wholesale and retail business at 136 
Main and 10 Hamilton Street, in the 
following lines: Automobile acces- 
sories, baseball goods, belting and pack- 
ing, buggy whips, builders’ hardware, 
building paper, children’s’ vehicles, 
churns, cutlery, dairy supplies, dog col- 
lars, electrical household specialties, 
fishing tackle, furnaces, galvanized and 
tin sheets, hammocks and tents, heat- 
ing stoves, heavy hardware, home bar- 
bers’ supplies, kitchen housefurnish- 
ings, lime and cement, lubricating oils, 
mechanics’ tools, paints, oils, varnishes 
and glass, plumbing department, pre- 


& Son are 
stock of 


Laning 
hardware 


CAL. 
the 


pared roofing, pumps, ranges and cook 
.toves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
zoods, tin shop, toys, games and wash- 
ing machines. The incorporators are 
Maurice A. Taylor, president and gen- 
eral manager, Mrs. G. C. Winter, treas- 
urer, and Miss Pauline Winter, vice- 
president. 

Port Huron, Micu.—Waddell Bros. 
have commenced business here, han- 
dling a line of baseball goods, bicycles, 
buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, 
crockery and glass, cutlery, dog collars, 
electrical household specialties, fishing 
tackle, furnaces, galvanized and tin 
sheets, heating stoves, heavy hardware, 
linoleum, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, toys, 
games and washing machines. 

SHEPARDSVILLE, MicH.—I. J. Frisbie 
has bought the stock of F. D. Cleveland, 
consisting of bicycles, buggy whips, 
builders’ hardware, building paper, 
crockery and glass, cutlery, fishing 
tackle, galvanized and tin sheets, heat- 
ing stoves, kitchen housefurnishings, 
lime and cement, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes 
and glass, poultry supplies, prepared 
roofing, shelf hardware and tin shop. 
Catalogs requested on a general line 
of hardware. 

FLORENCE, MINN.—G. Anderson & 
Son have disposed of their stock to 
Vadheim Bros. Their stock will com- 
prise automobile accessories, electrical 
household specialties, washing ma- 
chines, hammocks and tents, crockery 
and glass, builders’ hardware, etc. 

GREENWOOD LAKE, N. Y.—Chas. E. 
Johns, purchaser of the stock of S. S. 
Davis, requests catalogs on a general 
line of hardware and automobile acces- 
sories. 

NORTH TONAWANDA, N. Y.—C. E. 
Leggett has purchased the interest of 
Joseph Holler in the Central Hardware 
& Plumbing Co., 310 Oliver St. He 
has been identified with the hardware 
trade for the past 35 years. Catalogs 
requested on a line of crockery and 
glassware. 

Bucyrus, N. D.—The Knight & 
Knight implement stock has been sold. 

LINTON, N. D.—A. Pomerance now 
owns the stock of M. C. Rypkema, con- 
sisting of bathroom fixtures, belting 
and packing, buggy whips, builders’ 
hardware, churns, cutlery, dog collars, 
dynamite, electrical household special- 
ties, fishing tackle, galvanized and tin 
sheets, harness, heating stoves, heavy 
hardware, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
pumps, ranges and cook stoves, refrig- 
erators, sewing machines, shelf hard- 
ware, silverware, wagons, buggies and 
washing machines. 


BONHAM, TEx.—The Hard- 


Bailey 
ware Co. has increased its capital stock 


from $35,000 to $50,000, and now 
carries a complete stock of automobile 
accessories, bathroom fixtures, belting 
and packing, bicycles, buggy whips, 
builders’ hardware, building paper, 
children’s vehicles, churns, cream sepa- 
rators, crockery and glass, cutlery, 
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dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing 
tackle, furnaces, galvanized and tin 
sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy 
farm implements, heavy ‘hardware, 
home barbers’ supplies, kitchen house- 
furnishings, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, 
prepared roofing, pumps, ranges and 
cook stoves, refrigerators, shelf hard- 
ware, silverware, sporting goods, tin 
shop, toys, games, wagons, buggies and 
washing machines. 

CHILDERS, TEX.—The Norris Imple- 
ment Co. has increased its capital stock 
from $15,000 to $50,000. 

Fort WortH, TEx —The wholesale 
and retail business of the Veihl-Craw- 
ford Hardware Co. has been increased 
from $60,000 to $125,000. 

GRAHAM, TEX.—The Young County 
Hardware & Furniture Co. has been in- 
corporated with a capital stock of $50,- 
000 by W. S. Husted, W. H. Pratt and 
J. C. Rentz. The concern will deal in the 
following lines: Automobile accessories, 
baseball goods, belting and packing, bi- 
cycles, buggy whips, bu‘lders’ hardware, 
building paper, children’s vehicles, 
churns, cream separators, crockery and 
glass, dog collars, fishing tackle, fur- 
naces, furniture department, galvan- 
ized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating 
stoves, heavy farm implements, heavy 
hardware, home barbers’ supplies, iron 
beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, 
varnishes and glass, poultry supplies, 
prepared roofing, pumps, ranges and 
cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, 
sporting goods, tin shop, toys, games, 
wagons, buggies and washing machines. 

CEDARBURG, Wis.—Henry G. Groth 
has disposed of his entire stock of hard- 
ware to his sons who will continue the 
business under the name of the Groth 
Bros. Hardware Co., and carry a stock 
of the following: Automobile acces- 
sories, bicycles, buggy whips, builders’ 
hardware, building paper, churns, cut- 
lery, fishing tackle, furnaces, galvan- 
ized and tin sheets, heating stoves, lu- 
bricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry sup- 
plies, prepared roofing, ranges and cook 
stoves, refrigerators, sewing machines, 
shelf hardware, silverware, sporting 
goods, tin shop, wagons, buggies and 
washing machines. 

SAUKVILLE, Wis.—The De Buhr 
Hardware Company has been incorpo 
rated by Claud De Buhr, Diedrick De 
Buhr and Anton De Buhr. The capital 
stock is $25,000, and the stock carri 
will consist of automobile accessories, 
baseball goods, bathroom fixtures, belt- 
ing and packing, builders’ hardware, 
building paper, children’s vehicles, 
churns, cream separators, crockery an 
glass, cutlery, dairy supplies, dog cok 
lars, fishing tackle, furnaces, galvan- 
ized and tin sheets, gasoline engines, 
lubricating oils, mechanics’ tools — 
paints, oils, varnishes and glass, poul- 
try supplies, prepared roofing, pump 
ranges and cook stoves, shelf hardwaré 
silverware, tin shop, wagons, buggies 
and washing machines. 











